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AUGUST, 


ARM EQUIPMENT 


806 Peachtree St., N. E. 
Atlanta 5, Ga. 


Section of SOUTHERN HARDWARE 


TILLAGE TOOLS 
... dnsute EXTRA ACRES 
of trouble-free work 


Marketed under these famous 
registered trademarked brands: 


Specify “EMPIRE” built prod- 
ucts by name every time you 
order to let your distributor 
know that you appreciate the 
EXTRA ACRES of value he is 


giving your trade. 


“THE LINE WITH READY TRADE ACCEPTANCE" 


THE EMPIRE PLOW COMPANY 


1840 “In Our Second Century of Progress” 1950 


CLEVELAND 4, OHIO 














HI-TORQUE ENGI 
$1425* (RS) a f og wheel 








$1535* (RW) 


4-wheel Avery “‘R” 
with adjustable tread. 






PRICE $1450° (RD) s.3).0" 


Here’s a rare combination, seldom ob- “List Price F. O. B. factory, complete with hydraulic control, 
tained, made possible by the new starter, lights, battery and loaded tires. 
Hi-Torque engine. Here’s a full two- 
plow tractor with automatic Hydraulic 
Control; with Power, Performance and Avery “AM wwosters tn slaghe, 
Price that turns every demonstration to dual or 4-wheel types are fast 
a prospect into a sale! 


It’s the Tractor Sensation of 1950! 
With the Avery “R”, the Avery “A” and 


Avery “V”, each in a variety of types, 
Avery Dealers have a tractor to sell to 
every farmer, and a full line of imple- 


ments to sell with them. 

















sellers to medium sized farms. 


For easier selling and more profitable 


sales, SELL AVERY! 





Avery “V” one-row tractor, * 
fixed or adjustable treed, 
draulic or lever lift implem* 
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Paul Watson, right, manag>r 
of Farmers Tractor and Im- 
plement Co. talks over pro- 
motional plans with Buddy 
Branton, a blockman. The 
company is sponsoring demon- 
stration meetings for farmers 
interested in rice farming 


The Spotlight’s 





on 


RIcEK FARMING 


in the 


ISSISSIPPI Delta planters are 
Minnbine their eyes. 

They see something new under 
the sun. They see a new money 
crop sprouting in that famous 
Mississippi mud. 

It’s a crop that already has 
quickened the pulse of a progres- 
sive farm equipment dealer in the 
heart of one of the world’s great- 
est cotton producing areas. 

It's rice—grown on land too 
poor for a profitable stand of cot- 
ton. And it’s another long step 
down the road to diversification 
with the Farmers Tractor & Im- 
plement Co. of Greenville taking 


A large parts department serves cotton and rice 


planters in Washington County, Miss. 


in operation 15 years 


Delta 


a prominent role by sponsoring 
rice demonstration meetings. 

The Farmers Tractor & Imple- 
ment Co., which has operated in 
Washington County for 15 years, 
carries a complete line of tractors 
and implements suitable for the 
principal crops raised in the Del- 
ta’s fertile black loam. Now the 
company is making plans to ex- 
pand by carrying the necessary 
tractors and other implements to 
plant and harvest rice. 

Although rice was grown in the 
Delta area for the first time last 
year, the Greenville company was 
quick to see the opportunities for 


Firm has been 
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many farmers to diversify and 
make their poorest land pay off 
as never before by growing sev- 
eral varieties of very good grade 
rice. 

It's a promotion that may in- 
terest other equipment dealers in 
similar sections, 

That rich black buckshot—or 
Mississippi mud—found around 
bayous, lakes, sloughs and poorly 
drained areas, has always been a 
big gamble for cotton-minded 
farmers, 


Good Money Crop 


“Farmers — with luck — make 
money out of cotton grown on 
such land about one out of every 
five years, on an average, simply 
because the land’s too low and 
damp,” explains Paul Watson, 
manager of Farmers Tractor & 
Implement Co. “Yet rice, which 
wants nothing better, will make a 
money crop each year, and in 
many instances produce as much 
as 100 bushels to the acre, And 





Company services everything it sells. Here mechanics 
work on a heavy tractor. Delta soil requires heavy 


equipment 
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with rice around $2.00 a bushel, 
that’s a strong incentive. 

“It is believed the farmers can 
plant as many as five crops of rice 


before planting an_ alternate 
crop,” Watson adds. 

With this bright promise—and 
with roughly 5,000 acres pledged 
to rice for the second year in a 
row—Farmers Tractor & Imple- 
ment Co. is setting the pace for 
equipment dealers through the 
timely demonstration meetings. 
The meetings have been well at- 
tended and interest is high. 

The Greenville company has 
been interested in the rice pro- 
gram from the start. 

“What most Delta cotton farm- 
ers don’t know about planting 
and harvesting rice would fill a 
book,” Watson declares. “Some of 
the farmers, of course, have seen 
rice lands around Stuttgart in 
Eastern Arkansas and in Louis- 
iana, but as far as actual rice 
operations are concerned, they are 
pretty much in the dark. But they 
appear eager to learn. 

“We believe that is where we 
should come in—and we are doing 
just that by encouraging rice 
planting in every possible way on 
the poorer land in Washington 
County. 

“Because of the crop allotment 
program, only 5,000 acres are 
possible this year. These 5,000 
acres are divided among about 
20 planters. We fully expect the 
acreage, and the participants, to 
increase rapidly as soon as condi- 
tions permit.” 

What about the actual opera- 
tions on those 20 rice farms? 

“Experienced rice farmers from 
the Stuttgart area have moved 
into Washington County to help 
launch the program,’ Watson ex- 
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plains. “The men from Arkansas 
operate the rice land on a 50-50 
basis, in most instances. They 
provide the equipment and know- 
how, and the landowners provide 
the land and necessary pumps. 
“Some of the rice farmers from 
Arkansas have brought equip- 
ment with them to get started. 


“Incidentally, the heavy trac- 
tors and combines’ used for 
harvesting soybeans—also a big 


Delta crop—are ideal for planting 
and harvesting rice. Especially 
heavy equipment is needed for 
farming operations in the heavy 
Delta soil—and that’s where our 
line comes into the picture.” 
What about the other equip- 
ment needed for rice farming? 
“We expect to supply the elec- 
tric pumps, grain drills, levee 
harrows and disc harrows,” Wat- 
son declares. “Pumps may prove 


a particulary profitable item to 
stock. 
“Water for the rice fields is 


pumped from the bayous, lakes 





and sloughs in most cases, because 
of the convenience. Where farm- 
ers have to drill for water, they 
usually find it at about the 9)- 
foot level. 

“Incidentally, there is some po- 


tential rice land everywhere .n 
the county. Naturally, cotton is 
planted on the best land. Soy- 


beans, oats and alfalfa are planted 
on the next to best land, and ri 
on the poorest. 

“The growing seasons for cotton 
and rice are working out very 
nicely for the farmer who wants 
to grow both crops. 

“First, the farmer gets his cot- 
ton in, then plants his rice. He 
can harvest both in the fall with 
little interference.” 


@ 


Promotes Diversification 


Watson, newly elected second 
vice president of the Mid-South 
Farm Equipment Dealers Associa- 
tion and an outspoken exponent 
of crop diversification, sums it up 
this way: 

“The Mississippi Delta farmer 
has just got to get off his de- 
pendence upon cotton. Have a bad 
year like last year, due to the 
heavy boll weevil infestation, or 
have a wet, rainy season and you 
have trouble with your cotton. It 
looks like rice may be the answer 
for a number of farmers. 

“Dire predictions of the heaviest 
boll weevil infestation this year 
undoubtedly have influenced 
many cotton farmers to look into 
the possibilities of rice farming,” 
Watson believes. 

What about marketing the crop? 

“Although no cooperative mar- 
keting association has been 

(Continued on page 93) 


Allis-Chalmers Plans 
New Atlanta Warehouse 


WYO KEEP in step with the ever- 
{ yeontaal mechanization of 
agriculture in the Southeast, the 
Allis-C halmers Manufacturing 
Company, of Milwaukee, Wiscon- 
sin, recently announced plans for 
erecting a new warehouse and of- 
fice building in Atlanta, Ga., to 
house its Southeastern Tractor Di- 
vision. 

Location of the new building will 
be at Chamblee, Ga., in the heart 
of the new industrial development 
on Peachtree Industrial Boulevard. 


The new structure will go up op- 
posite the new farm equipment 
warehouse of the John Deere Com- 
pany. A new warehouse recentl) 
was established in the same area by 
the Massey-Harris Company. 

The new building for the Allis- 
Chalmers Tractor Division will 
contain around 65,000 square feet 
of floor space and the estimated 
cost is around $300,000. The trac- 
tor division will employ about 50 
persons at an annual payroll of 
more than $100,000. 
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Why IH Parts Reach You Factory-Fres 


A report to you about men and machines 
that help maintain International Harvester leadership 











It’s no accident that IH parts shipments resist transit . — 
damages so successfully. Developing shipping cartons . ei £ ot 
that take good care of their contents is a full-time job for Ss E 5 
International Harvester’s staff of packaging experts. ‘a ;* a. 
° eh tl 

Loaded cartons are subjected to violent vibration tests ;- xs af 
—60 minutes that simulate a 1,000-mile truck or rail trip. ° 
Export carton materials are given a 24-hour shower bath : a ° 


















to test their water resistance. An incline impact tester 





gives cartons hard knocks—the kind they might get in 
a railroad switch yard or on a loading platform. 
Shipping cartons must prove they can withstand the 
roughest handling before they are entrusted with carry- 
ing IH products to you. This is another example of the 
care taken at International Harvester to safeguard the 


quality of IH products from design to delivery. 





Impact tests simulate railroad switching jolts. Here is an IH researcher examining a loaded crankshaft 
carton that has been slammed against the rigid plank wall eight times—at a rate equivalent to top 
switching speeds. He's finding out whether the package will cushion the jolts and jars of railroad switch- 
ing. Only cartons that provide complete protection for their contents may wear the IH trade-mark. 


lot) 
International Harvester Builds McCormick Farm Equipment and Farmall Tractors Sal 
—, 5 ° G1) 
Motor Trucks .. . <4 Crawler Tractors and Power Units... DT3#s\ Refrigerators and Freezers... < 
ntucy eye —S cy 


hd INTERNATIONAL HARVESTER 


Chicago 1, Illinois 
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Keeping abreast of the latest 

developments in crops spraying 

equipment is one means by 

which the Lewis Brothers com- 

pany has won new farmer 
friends 


Merchandising 


PH 
) iw ime 6 AP ; 
active demonstrations aid 
> | i of 
KOU TA Ta farmers in insect control 
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CTIVE cooperation with the 
A county agent has always 
been a policy of Lewis Brothers, 
farm equipment company of Bax- an 
ley, Ga, During the current grow- 
ing season this policy has been 
particularly profitable for the Th 
southeast Georgia firm, especially oe 28 Suias. 
in promoting crop spraying and SO, Got en re tRS ANd sper; e 
dusting equipment. f dusion got Mind Of spray co eet Bust be hag R 

R. L. and Staten Lewis have a : “TE HO S012 the go] nt, the? See us fo 
sincere interest in the problems of ~ nn HS, FH ’ "= SQuiment: 
the local farmer-—an interest that Row [ 
doesn’t evaporate with the closing 
of a sale. It is this kind of interest 
by equipment dealers that Lewis’ 
county agent seeks and appreci- 
ates. That’s one reason why co- 
operation between Lewis Broth- 
ers and the Appling county agent 
has been mutually profitable. 

Co-owner R. L. Lewis finds that 
by conferring frequently with his 
county agent he learns’ what 
problems individual farmers in 
his area are wrestling with. This 
information is used as a guide in 
helping the company to fill the 
needs of its customers more 
exactly, and in offering the farm- 
er practical instruction on use of 
equipment. Lewis says that fre- 
quent contact with the agent gives 
him advance information from 
which he is better able to judge 
the utility value of equipment al- 
ready on hand. Conversely, by 
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advising the agent of the best Oh 
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Another NEW OPPORTUNITY 





Sells on Proof of Better Plowing 


at Real Savings of Money, Time 
and Trouble for the Farmer! 
The Economy Plow with 
“Razor Blade” Shares is 

an Industry Scoop! 


The Dearborn Economy Plow is new all the way 
through! New frame, new bottoms, new and im- 
proved design! New, heavier, sturdier construction! 
And—it’s a second new opportunity for Ford 
Tractor dealers to make important new sales and 
extra profits! 


DEARBORN MOTORS CORPORATION, DETROIT 3, MICHIGAN 


Shares in Sets of Six! 


Makes Multiple Sale of 
New Shares Simple! 





Here’s how to boost unit 
sales of shares—by selling 
them in conveniently- 
boxed Dearborn “Razor 
Blade” Share packages! 
Farmers will appreciate 
this time-saving, money- 
saving way to buy! 


FOR FORD TRACTOR DEALERS 






TRACTOR | 








PLOWING COSTS CUT TO THE BONE WITH 
SAVINGS LIKE THESE ON SHARES ALONE! 


If a prospect’s new plowshares need resharpening after 
30 acres of plowing, tests show he can save approxi- 
mately $13 per 100 acres of share cost by using Dear- 
born “Razor Blade” Shares. 

If a prospect’s new shares need resharpening after 10 
acres of plowing, Dearborn “Razor Blade” Shares can 
save him approximately $39 per 100 acres. 
Estimated savings are as follows: 


ACRES PLOWED with | 50 40 30 20 10 


ew conventional car 


burised stool a Acres | Acres | Acres | Acres | Acres 


before resharpening 








ESTIMATED SAVINGS 

i h t 100 

acres of plowing with > $7.90 | $9.80 
Dearborn Ra 


e . zor \ 
Blade’ Shores: 


$13.10 | $19.60 | $39.20 




















Above figures are based upon field tests throughout the country in 
varied soils and under different plowing conditions. Results in your 
locality will naturally depend upon conditions. including original 
shore costs and the cost of sharpening conventional shares. 





ONLY FORD TRACTOR DEALERS CAN SELL ON PROOF OF BETTER PLOWING AT LOWER COST! 
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equipment for a particular pur- 
pose, the dealer helps to increase 
local crop yield (which, in the 
long run, means more business for 
the dealer). The agent is interested 
in seeing that the farmer gets the 
right equipment for the job, and 


suggestions from the equipment 
dealer, Lewis finds, are always 
welcome. 


In the area serviced by Lewis 
Brothers, farmers are fighting a 
pitched battle with the boll 
weevil, cotton lice, tobacco lice, 
horn worms and bud worms. The 
boll weevil is particularly ram- 
pant this year. Having survived a 
mild winter, the weevil has been 
on the march throughout the cot- 
ton belt. Lewis’ county agent re- 
ports, however, that crop infesta- 
tion in his area will be under con- 
trol by mid-July. But he points 
out that there will still be a lot of 
spraying and dusting to be done 
over the South, especially in fall 
and winter truck crop areas. 

Whenever the agent in Lewis’ 
county sponsors a demonstration 
on insect control, the firm’s line 
of sprayers and dusters is always 
on the spot, along with a Lewis 
representative. “We make it a 
point to participate in every one 
of these demonstrations,” says 
Staten Lewis. “It gives us an op- 
portunity to determine better 
what the individual farmer needs 
and can afford.” 

At the agent-sponsored demon- 
stration, the Lewis Representative 
observes farmer interest and 
makes up a list of prospects. Dur- 
ing the next two or three days 
each prospect receives more in- 
formation by mail and is visited 
by a Lewis salesman. This quick 
follow-up after the demonstration 
catches the prospect before his 
enthusiasm has had time to cool. 
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The salesman goes out to the farm 
armed with descriptive literature 
and statistics on infestation pre- 
pared by a nearby experiment 
station. One such sales drive led 
to the sale of four dusters and two 
sprayers, and at last report more 
sales traceable to this campaign 
were nearing the delivery stage. 
Major Problems 

R. L. Lewis lists two major 
problems often encountered by his 
company in merchandising crop 
spraying and dusting equipment. 
First, it is often difficult to con- 
vince the farmer that the addi- 
tional income which will result 
from the use of this equipment 
will justify the investment. The 
most effective reasoning in this 
instance, Lewis finds, is to point 
out the results that some far- 
sighted neighbor has had in using 
spraying and dusting equipment. 

Financing is the second major 
problem. Local bankers are some- 
times reluctant to extend credit 
for additional equipment, es- 
pecially in instances where the 
farmer has already borrowed for 
a plow, spreader or other early- 
season equipment. For the farm 
equipment dealer this poses a sell- 
ing job to the banker. Lewis 
Brothers makes a point of talking 
frequently to local bank officials 
on the wisdom of extending 
credit to the farmer. The dealer 
argues that if the farmer already 
has made a loan he may not be 
able to meet this prior obligation 
if his yield is not large enough. 
Lewis Brothers believes that if 
the farmer is given an even break 
on equipment usually he will be 
able to produce a crop that will 
enable him to cancel his obliga- 
tions. 

It is a continuing practice of 


New “Economy” 
mold-board plow, 
introduced by Dear- 
born Motors to re- 
duce the cost of 
plowing. Plow bot- 
toms can be used in 
most types of soil, 
and shares may be 
discarded after use, 
because of their low 
price. The unit is 
engineered to over- 
ate with the Ford 
Tractor and is hy- 
draulically operated 
by touch control 


the Georgia firm to cooperate wi 
any local organization that see 
advice or assistance. Staten Lev 
occasionally lectures to agricultu 
classes in the county vocationa 
school on the use of farm equip- 
ment. Recently, the dealer fur- 
nished the school a pulverizer and 
packer at cost. This piece of 
equipment was moved from place 
to place all over the county, and 
every farmer who saw it in ac- 
tion knew where he could buy 
one just like it. Many inquiries 
were received about the machine, 
and several sales—these at a 
profit—were attributed to the 
initial “‘at-cost”’ sale. 

The Lewis company takes an 
active part in the local farmers’ 
committee on crop infestation. The 
committee is composed of farm 
leaders, implement dealers, sell- 
ers of insect poisons, and heads of 
government agencies 
When the committee meets, the 
county agent presents the over- 
all picture of crop infestation, and 
the best methods of control are 
determined. This information is 
carried back to farmers all over 
the county by their representa- 
tives at the meetings. The imple- 
ment dealer decides which pieces 

(Continued on page 93) 
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Dearborn Introduces 
New Moldboard Plow 


EARBORN Motors Corp., Detroit 
D 3. Mich., has introduced a 
new moldboard plow, designed to 
reduce the cost of plowing. 

Principal features of the “‘Econ- 
omy” plow include: plow bottoms 
that can be used in the majority 
of the many types of U. S. soils, 
thus eliminating the need to pur- 
chase various type bottoms to 
meet varying soil conditions; 
“Razor Blade” shares that are so 
low-priced they can be used and 
discarded. The cost is said to be 
approximately the same as the 
cost of resharpening conventional 
shares, though they plow as well 
and last as long as conventional 


shares before the conventional 
units need resharpening, it was 


announced. 

The new plow was engineered 
to operate with the Ford Tractor, 
and it is lifted and lowered by the 
tractor’s hydraulic touch control 
On the basis of exhaustive field 
tests, it is stated that the new 
Dearborn Economy bottom will 
represent the closest approach 
ever achieved to a universal] bot- 
tom. 
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UNPROTECTED hillsides fall easy prey to soil erosion. Heavy downpours rip and tear steep slopes— 
drown billions of kidnapped soil particles in neighboring creeks and rivers. 
Fortunately, strip cropping enables farmers to save their soil by providing life 


belts for rolling land. 


Strip cropping, where practical, divides long slopes into a series of short ones— 
sandwiches cultivated crops between erosion-resistant grains or grasses. As a re- 
sult, the downhill rush of runaway water is slowed to a trickle, sapped of its power 
to cut and scar the land—forced to surrender soil stolen from higher ground. 


Of course, strip cropping isn’t a cure-all. Used in combination with contour 
cultivation, and a good crop rotation, however, it heals erosion-scarred hill- 
sides and makes them more productive. 


The farm equipment you sell adapts itself readily to strip cropping, contour 
farming, and many other soil conservation practices. You can serve your 
community, therefore, by showing farmers how they can use power machinery 

to provide life belts for their land. 


JOHN DEERE e MOLINE, ILLINOIS oo 
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FARM EQUIPMENT FINANCING 


A Second Case 


THAT farm equipment paper 
is one of the best risks in fi- 
nancing, if sold right, was 
demonstrated before the last 
war by an Indiana bank 
which, over a period of sev- 
eral years, purchased $1,000,- 
000 worth of such paper 
without one cent of loss. 

This is the Central Nation- 
al Bank of Greencastle, Ind., 
which got into the farm 
equipment paper field _ be- 
cause of direct connections 
with manufacturers. 

That pre-war experience 
broadened the viewpoint of 
this bank on farm equipment 
financing and, immediately 
following the war, the former 
employee of a farm machin- 
ery firm was employed to 
build a dealer organization 
in Indiana. 

So successful was this or- 
ganizational effort that the 
bank soon found it necessary 
to create a new department. 
This department, dealing ex- 
clusively in farm equipment 
paper, is now staffed by 
Vice President James R. 
Pence, with a credit expert 
and two young ladies who 
function as typists and clerks. 
One hundred dealers in In- 
diana send their paper to the 
Central National Bank of 
Greencastle, where the deal- 
ers also do their floor-plan 
financing. 

Last month, SOUTHERN 
HARDWARE presented a re- 
port from Charles L. Rose, 
Fieldman for the Peoples Na- 
tional Bank of Jonesboro, 
Ark., where an outstanding 
banking success has_ been 
made in less than two years, 
with specialization in farm 
and farm equipment financ- 
ing. 

This month the history of 
the Central National Bank of 
Greencastle, in its relation to 
the farm equipment paper 
business, is presented by Vice 
President James R. Pence of 
that institution. 


By James R. Pence 
Vice President 
Central National Bank 
Greencastle, Ind. 


No. 2 in a Series 


A”. OF background to our 
present operations probably 
will be necessary to appreciate the 
methods which we are now using. 
Our experience in the farm 
equipment financing field dates 
back to 1936 or 1937 and can be 
divided into two periods, pre-war 
and post-war. Our pre-war ex- 
perience developed as result of di- 
rect connections which we made 
with manufacturers who held pa- 
per and which we bought from 
them, Prior to the war, there were 
about four of the nationally known 
manufacturers whose credit de- 
partments sold us conditional sales 
contracts and other notes. 


No Losses 


During this period of about five 
years, our contact with the retail 
dealer was indirect. The paper 
was first submitted to the com- 
pany and their credit departments 
approved it and we in turn bought 
it from them which necessitated a 
much smaller staff in handling the 
outstanding volume than we have 
today. During this period we did 
no floor plan financing for dealers 
as We had little direct contact with 
them. In a period of about four 
years, we purchased about $1,000,- 
000 worth of paper and did not 
lose one cent in charge offs, al- 
though we had three or four re- 
possessions wherein the losses and 
the profits balanced. Our financ- 
ing at that time covered Indiana 
and its adjoining states as well as 
getting into Missouri for a few 
contracts. 

Post-war, the major implement 
companies have been encouraging 
their dealers to take their business 
to their local banks and to firmly 
establish a connection with them. 
But there are still a great many 
bankers who do not deem farm 
machinery paper as a desirable 
form of credit for them. 

Immediately after the war, we 
employed a former farm machin- 


ery company man to start building 
a dealer organization in Indiana, 
exclusively, as pre-war contacts 
were eliminated due to attitude of 
the management in encouraging 
their dealers to place their busi- 
ness with their local banks. This 
post-war development has_ en- 
tailed formation of a separate de- 
partment in the bank with a vice 
president in charge, assisted by an- 
other credit man and with two 
typists-clerks to assist them in 
maintaining the records for the de- 
partment in carrying on the mul- 
titudinous details of correspond- 
ence and direct contact with the 
dealers and the borrowers. At the 
present time we have approxi- 
mately 100 dealers over the state 
of Indiana who are sending us re- 
tail paper and doing their floor 
plan financing with us. Floor 
planning is a by-product of the 
original operation and has been 
necessary to secure a volume of 
retail paper. 

Our credit policy is firmly at- 
tached to agriculture and we firm- 
ly believe in this form of credit, 
both as to the soundness of col- 
lateral and as to the general in- 
tegrity of the class of borrowers to 
whom we extend credit. 

Profitable Operation 

A few figures might be interest- 
ing. During the year of 1949, we 
handled 793 trust receipts, with a 
total volume of $942,000. The same 
period we handled 914 retail con- 
tracts with a total volume of $840,- 
000. Our gross interest revenue 
for the period was approximately 
$70,000. We had almost 1,700 pay- 
ments on trust receipts, averaging 
a little more than two payments 
per trust receipt and approximate- 
ly 3,500 payments on the retail 
contracts averaging approximately 
4 payments per retail contract. 

There are many advantages at- 
tendant to farm implement financ- 
ing for a country bank. One of 


SOUTHERN FARM EQUIPMENT Section for AUGUST, 1950 








. | 


To 


ey " 





XUM 


them is the fact that the collateral 
to the contract is not fluid as in 
the case of automobile financing. 
Another is the fact that the bor- 
rower usually is a land owner and 
engaged in a fundamental produc- 
tive American activity. Another 
advantage arises from the fact that 
credit when extended properly 
will be on an amortized basis, cov- 
ering not more than two crop sea- 
sons. 

Agriculture in Indiana is largely 
diversified so that we can usually 
get two or three payments per 
year on a retail contract that may 
run as long as 24 months. How- 
ever, normally we will have a pay- 
ment coming due in late July or 
early August from wheat and 
another payment coming due by 
December 1 from corn or perhaps 
earlier from the sale of soy beans. 
In addition, we usually can insert 
a payment from the sale of hogs, 
making approximately three pay- 
ments a year. Many of our borrow- 
ers are dairy farmers who have a 
monthly income and we handle a 
surprising number of monthly pay- 
ment loans. 

At the present time, approxi- 
mately one half of our outstand- 
ing loans are in this type of paper 
and while we have had a few re- 
possessions since the war, to date 
we have suffered no loss. Using a 
one-third down payment and a 
maximum of two crop seasons for 
the final payment, we do not an- 
ticipate that we will frequently be 
in a position of having distressed 
merchandise on our hands due to 
1 rapid fluctuation in resale prices. 


Incentive Plan 


Operating as we do is rather ex- 
pensive, but the rewards to date 
have certainly been worth it as the 
department has proven to be high- 
ly profitable. We use an incentive 
plan with all of our borrowers 
wherein we will rebate interest to 
a 6 per cent simple interest basis 
if all of their payments are made 
on or before their due date. A sur- 
prising number of these folks ap- 
preciate this and secure sizable 
refunds on their interest. 

We have also found that it is a 
vehicle which attracts business to 
dealers and in many cases we have 
had contracts repeatedly from the 
same farmers inasmuch as they 
have paid promptly the first time 
and make every effort to secure 
a rebate on the succeeding con- 
tracts which we hold. This proves 
of advantage to us because of the 
lack of attention needed to take 


Most farm equipment paper is a safe and ex- 
cellent investment, based even on the brief 
experience of the Peoples National Bank of 
Jonesboro, Ark., as related in the June issue 
of SOUTHERN HARDWARE. In this, the second 
im a series of twe articles, the satisfactory 
experiences of an older bank are reported 


care of collections and it is an ad- 
vantage to the dealer because their 
customers come back for more 
equipment and specify this bank 
as the agency which they would 
like to have handle their paper. 


Other Advantages 


A further beneficial operating 
by-product of this method of fi- 
nancing is that it does not require 
direct personal contact with the 
borrower in most cases and the 
vast majority of the payments are 
made by mail which, of course, 
can be handled outside of the usual 
banking hours. As all of our loan 
transactions are handled through a 
cash register machine, all non- 
resident borrowers as well as our 
local customers receive a machine- 
printed receipt for payments, 
which is the exact duplicate of the 
entry made on the note which we 
hold in the file and the maturity 


card. 
This, of course, is an entirely 
separate story, but has a great 


deal to do with the efficient han- 
dling of the mass of payments 
which come to us through this type 
of financing. 





Reprints Available 


Believing that this highly im- 
portant information will be of 
much interest to the farm equip- 
men industry, SOUTHERN 
HARDWARE is arranging to 
furnish at our approximate cost, 
including postage, reprints of 
this article and the first of the 
series which appeared in the 
July issue. 

Request for reprints should 
be directed to: 


SOUTHERN HARDWARE 
806 Peachtree St. 
Atlanta 5, Ga. 





SOUTHERN FARM EQUIPMENT Section for AUGUST, 1950 


Rice Farming 
(Continued from page 86) 


formed for rice yet,’ Watson ex- 
plains, “there is a rice dryer in 
Greenville that is on a cooperative 
basis, of sorts.” 

The Farmers Tractor & Imple- 
ment Co. naturally does the bulk 
of its business with cotton farm- 
ers. It prides itself in servicing 
everything that it sells—and it 


sells “everything the farmer 
needs.” 

Conveniently located on the 
outskirts of Greenville on busy 


U. S. Highway 82, the Farmers 
Tractor & Implement Co. is a 
model dealership with about 15 
employees. It has a large modern 
building with an unusually large 
display room, parts room and 
service shop. In addition, there 
are storage sheds and warehouses 
adjacent. 


Crop Spraying Equipment 
(Continued from page 90) 


of equipment can best deal with 
the current problem, goes back to 
his office and immediately sets in 
motion his newspaper, mail and 
direct-selling campaign. 

But after all is said and demon- 
started, the brothers point out, 
there is no better way to close the 
sale of a sprayer or duster than 
the dealer’s assurance that he will 
give the customer full instructions 
on its operation and that he will 
stick with him till he is sure he 
can operate, adjust and maintain 
the machine without assistance. 
They believe that most of the 
dissatisfaction with crop poison- 
ing equipment stems from too 
little instruction by dealers. After 
the Lewis company cash register 
rings up a sale they do not feel 
that their job is over. It has just 
begun—on the neighboring farm- 
er. 
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No. 175 all purpose elevate 


with 17'/2 inches wide trough, suspen. 
sion trussed for greater strength ond 
lengths. 


e Handles anything! 
© Easy to use! 
e Lasts a lifetime! 
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New IDEA Specialized Farm Equipment enjoys a reputation fc 
engineering leadership that makes it instantly acceptable. A’ 
aggressive, nationwide advertising campaign maintains high pv> 
lic acceptance—helps build each New IDEA Dealer as a power 


factor in his community. 































One-row Corn Snapper 


is a GOOD IDEA Ny 


for both you and your customers 


AMINEw [oe at 


Vator One-row Corn Picker 
Usper: 
h and 
You'll see some mighty fine farm equipment on display at 
your favorite State Fair this year—and we hope you will take 
L full advantage of the opportunity to make a thorough, point- 


by-point comparison. It will pay you to do it. 





As you inspect the best in farm machinery this country has to 
offer, you'll be reminded of two important facts. One, that 
only in America would anyone find such wonderful help for 
people in agriculture—and two, that New IDEA Specialized 





Farm Equipment definitely is built to do a better job. Both are 
good reasons to stop and think. Tractor Drown Manure Spreader 


NEw IDEA is for thinking people . . . dealers and farmers alike 
. . who are looking for something better. That’s why we 
invite you to see for yourself, check, and compare the newest & 





in New IDEA Farm Equipment this year at your fair. 










If we are not adequately represented in your territory, please write us today. — Horse Drown Manure Spreader 








Tractor 
Mower 







All-Steel Farm Wagon 












Side Delivery Rake ond Tedder Transplanter or Plant Setter 





Easywoy Hay Loader 


NEw [DEA 


4VCO 
DIVISION 4 MANUFACTURING CORPORATION 
COLDWATER, OHIO * SANDWICH, ILLINOIS 








New Idea’s No, 175 
elevator, with long 
truck, tilting hop- 
per and _e swivel- 
type grain spout. 
Also available with 
triangular station- 
ary hopper and 
standard head sec- 
tion. Big capacity 
trough handles all 
kinds of loads 


New Idea Introduces 
New Farm Elevator 


EW IDEA Division, Avco Corp.., 

Coldwater, Ohio, announces 
that new and exclusive engineer- 
ing features have been _incor- 
porated in its new No. 175 elevator 
to offer greater durability, out- 
standing performance, and easier 
operation. 

Available in lengths from 26 to 
over 50 feet, the roomy trough 
(1712 inches wide inside) handles 
ear corn, small grain, bales, sacks, 
and other items. Trunk sections 
are made of heavy gauge sheet 
with wide box crimp on top edge 
and solid bottom in return trough 
for extra strength and rigidity. 
Chains ride on replaceable wood 
strips. 

The complete elevator is “sus- 
pension-trussed” against buckling 
or bending and is mounted on a 
rugged, wide tread, portable truck 
with adjustable reach. A_ short 
truck with single winch is made 
for elevators up to 36 feet long, 
and a long truck with double 
winch is used on elevators over 
36 feet, it was announced. Imple- 
ment type wheels use 16” tires. 

The raising and lowering mech- 
anism is said to be safe and easy 
to use. Of gear and snail type, it 
cannot unwind itself. Lifting 
cable is made of preformed, gal- 
vanized plow steel and has oil 
impregnated hemp center. 

Standard parts and attachments 
make possible an elevator 
equipped to meet the needs of in- 
dividual farmers, it was pointed 
out. The unit can be had with 
triangular shaped stationary hop- 
per, or with long tilting hopper 
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and swivel-type grain spout. A 
wide selection of drive attach- 
ments is available, so that electric 
motor, gasoline engine, tractor 
power take-off, or other power 
can be easily adapted to the ele- 
vator. 


Massey-Harris Releases 
New Tractor Catalog . . 


HE MASssEY-HArRRIS Company 
"Te Racine, Wis., has announced 
the availability of its new tractcr 
catalog for distribution. Printed 
in four colors, the 48-page catalog 
illustrates and describes the com- 
plete Massey-Harris tractor line— 
24 models in five power sizes. 

Each tractor is fully described 
and followed by a section on 
mounted and semi-mounted im- 
plements, all of which are adapt- 
able for operation with the com- 
pany’s Depth-O-Matic 2-way hy- 
draulic system. The new 44 and 
55 Diesel tractors and also the 44 
Orchard and Vineyard and the 55 





Hillside and Riceland models are 
featured. Completing the catalk 
is a complete specifications sectior 

Also available are two new Cat- 
alogs on the Pony and 22 tractors. 
Each is fully descriptive, includ- 
ing all of the custom-designed at- 
tachments. The Pony cataiog fea 
tures the Depth-O-Matic hydra 
lic system, and the 22 catalog has 
a center spread illustrating a 
cross-section of this tractor. 

Free copies will be supplied by 
the manufacturer on request. 


Hie] 





Dearborn Side Delivery 
Rake Levels Fields .. 


W WEARBORN Motors Corp., Detroit 
i J 3, Mich., announces that its 
new heavy-duty side delivery rake 
is now taking its place in the 
Dearborn line of farm equipment 

A floating reel allows the new 
rake to follow the contour of the 
land, raking cleanly. Since the 
reel is ground-driven, no power 
take-off parts are required, and 
there is no “‘whipping” of the crop 
when tractor motion is slowed 
down, it is claimed. The reel 
height is adjusted easily for field 
operation or raised for rapid 
transport by Ford Tractor Hy- 
draulic Touch Control. 

The unit was developed for 
tough raking jobs in the heavy- 
v‘elding irrigated Pacific Coast re- 
gion and later proved ideal for a 
wide variety of raking jobs, the 
manufacturer announced. It rakes 
approximately an 8-foot swath 
and lays hay, beans, or peanuts in 
a windrow. Hay is left loose and 
fluffy for faster curing. 

With only two wheels, the new 
rake is highly maneuverable and 
turns almost as short as the trac- 
tor’s own turning radius, it is 


claimed. It is designed to permit 
the speed which takes full advan- 
tage of good weather. 
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RACINE LINES 
1 capri = 
There is no better way to give sales a boost than to 
sell proven time and money savers for the farm. This 
makes sense to your trade...and to you. The Harvey 
“Red-Hed” line fills this bill. It gives you a line of fast 
selling all-crop-handling farm elevators . . . faster 
grinding hammer mills . . . more bushels-per-hour 
corn shellers . . . that can’t be beat when it comes 
to design . . . construction and sound engineering 
features. Don’t delay another day to get acquainted 
with the Harvey “Red-Hed” line. Contact your near- 
est Harvey Distributor now, for complete information. 


HARVEY “0 CORN SHELLER 


140 to 150 Bushels Per Hour! 


Cleaner . . . faster bushels of corn . . . what farmer 
would pass up an opportunity to speed up corn shelling? 
This is your cue to put your best sales effort behind the 
Harvey “Red-Hed” Corn Sheller with its patented KER- 
NOLIZER . . . and watch your sales grow. This is a 
“must” on every farm. 





HARVEY “\.. FARM ELEVATOR 


Speeds Up Crop Storage! 



























Action speaks louder than words! 
Here is a farm elevator to handle 
allcrops and other “‘back-break- 
ing’ material storage on the farm. 
It is the Harvey “Red-Hed” four- 
in-one farm elevator that handles 
small grain, ear corn... bags .. . 
bales and does it faster than 
ever before. It is one of the 
handiest time and money sav- 
ers on any farm... a real 
sales builder. 





HARVEY “0 HAMMER MILLS 


V/3 Faster Grinding! 


Your farm trade knows what 1/3 
more feed per horsepower hour 
means in dollars and “sense”. Just 
explain how this can be accom- 
plished with Harvey “Red-Hed” 
Hammer mills . . . that only these 
fast workers will give him so much 
for his money . . . and you've won 
a new customer. It is easy to sell 
Harvey Hammer mills . . . they 
have so many sales features thot 
appeal to the 
farmer. Avail- 
able in two models: 
the H-9 and the H-11. 





Home Office 








Write Farm Tools, Inc., for name and 
address of nearest Farm Tools, Inc., Farm 
Implement and Harvey Line Distributors 


FARM TOOLS. ING. 


MANSFIELD OH# 
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1000'S 9 
Wood's Rotary Cutters 


are now used for 





P Sea 
PASTURE GRASS SHREDDING is 
an important phase of every pasture 
improvement program. 






Fe 06 Eee ae) 
Picture above illustrates how completely 
the grass has been shredded . . . and all 

brush and brier eliminated. 


PASTURE MOWING 


is just one of the many shredd- 
ing and mowing jobs the ver- 
satile Wood's Rotary Cutter 
handles with ease. 


Equipped with horizontal cutting 
blades, this heavy duty cutter can 
be pulled by any tractor with a 
standard power take-off. The adjust- 
able cutting height enables the user 
to operate the machine from ground 
level up to 14” or at the height that 
produces the best results. 


Woods Rotary Cutter 


¢ | — - } , 
THE ORIGINAL All-Puren wecth@ CUTTING MACHINE 





Rugged heavy duty construction 
enables the Wood's Rotary Cutter to 
stand up under the toughest job. A 
few uses are: 

* COTTON STALK SHREDDING 
* PASTURE MOWING 

e SAGE BRUSH SHREDDING 

* CORN STALK SHREDDING 

* POTATO VINE SHREDDING 


Write direct for dealer and distributor 
franchise information. 








WOOD BROTHERS MFG. CO. 


fel Sicle), mi SS). tele 
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M-M Model “G” Tractor 
Equipped for LP Gas... 


INNEAPOLIS- M OLINE COM- 
M PANY, Minneapolis 1, Minn., 
announces that in July the MM 
model G tractor for four or five 
bottom plows will be available for 
the first time with factory-in- 
stalled equipment for using LP 
gas fuel. 

In 1941, Minneapolis-Moline be- 
gan to release tractors that were 
factory-equipped to utilize LP, 
or bottled, gas. Since then, its 
model U, the three-four bottom 
plow tractor, could be obtained 
with such fuel equipment and was 
the first farm tractor to come from 
the factory fully equipped to use 
liquified petroleum. 

The demand for tractors using 
this fuel is reported to be grow- 
ing, particularly in areas where 
the cost of LP gas is substantially 
below that for regular fuel and 
where farmers are also using the 
fuel for domestic purposes. An- 
other advantage claimed for the 
fuel is that, being a dry gas, it is 
cleaner burning, so that carbon 






deposit is eliminated and crank- 
case dilution minimized. 

The entire installation is built 
to meet state regulations and re- 
quirements, and the fuel container 
is mounted so that the visionlined 
design is in no way affected. The 
LP gas container is placed in the 
same location as the gas tank on 
regular models, it was announced. 


Farm-Rite Introduces 
1950 Model Windrower 


WHE FARM-RITE Implement Co., 

8 S. Michigan Ave., Chicago, 
Ill., has introduced its 1950 model 
12-foot windrower. 

The unit is completely hydrau- 
lic, with convenient levers for 
raising and lowering platform or 
reel with finger-touch control. 
This is said to provide greater ease 
of operation and low cost wind- 
rowing. The unit will windrow 
high or low grain without clog- 
ging, and can be used in all types 
of grain. 

Farm-Rite also supplies an 8- 
foot windrower, which is manual- 
ly controlled. 





Farm-Rite’s new 1950 model 12-foot windrower, completely hydraulic 
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MINUTES THAT SEEM LIKE YEARS 
+ + « PRIMING THE NEW PUMP 
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: Water tight partition i 
: ater tight partition in 
a ° ° 
| double air-separation chamber: 
1. Keeps this chamber adequately 
full of water, assuring the perform- 
ance of the self-priming centrifu- 
* gal pump and fully protecting the 
), mechanical seal from running dry. 
l ee ae a 
i 2. Forms this reservoir which pro- 
r vides the jet nozzle with water 
r that is substantially air free. 
l. 
. 
2 Practical Advantages of the 
JET-O-MATIC’S Double Air-Separation Chamber 
L. Easier, faster initial priming. Particularly important where 


you're using offset piping. 


It guarantees maximum water output and automatic per- 
formance on gaseous or aerated wells. 


Assures that, in dry seasons if the water level drops below 
the suction opening, pump will automatically resume op- 
eration when suction pipe is again submerged. Rare deep 
well installations are the only exceptions. 








~~» GOULDS 
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Be sure with GOULDS 


Faster, positive priming on initial installations is an 
outstanding feature of Goulds famous Jet-O-Matic 
line. You save on installation time and expense... 
you're in a position to offer the low installation esti- 
mates that mean more business. 

Jet-O-Matic air handling és better, as recently proven 
by impartial, indisputable tests. 
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This Goulds feature —the combination of a partition 
forming a double air separation chamber and a self- 
priming centrifugal pump—is the on/y combination 
that assures completely dependable automatic opera- 
tion. It’s another “plus” for Goulds owners — and 
another profit-maker for Goulds dealers! Write us for 
details on the complete Goulds line. 


Goulds Pumps Inc. Seneca Falls, N.Y. 


water systems 


for every farm and home need 














DESIGNED RIGHT. . . BUILT RIGHT FOR 


hone 


AND TOP PERFORMANCE 








The sure way to get the best in air-cooled power — insist 
on Briggs & Stratton, the recognized leader. No other 
single-cylinder, 4-cycle, air-cooled engines are so univer- 
sally preferred by manufacturers, dealers, and users 
alike. This is proved by the fact that there are more 
Briggs & Stratton engines in service — on farm equip- 
ment, industrial machines, tools, and appliances—than all 
other makes of gasoline engines in their field combined. 


BRIGGS & STRATTON CORPORATION, Milwaukee 1, Wis., U. S. A. 





p 


In the automotive field Briggs & Stratton is the recognized leader 
and world’s largest producer of locks, keys and related equipment. 











New Share Attachment 
Cuts Plowing Costs . . 


WARMERS Toot & Equipment 

Co., 4053 Harlan St., Emery- 
ville 8, Calif., announces for im- 
mediate distribution through im- 
plement dealers its new model 
Plowrite share attachment, de- 
signed to lower the costs of plow- 
ing. 

This replaceable cutting attach- 
ment is made to fit all standard 
makes and sizes of moldboard 
plows. No bolts or clamps are 
needed for attaching to share; the 
unit slips over the point and 
wedges over the heel of the share, 
securely held by spring grip fin- 
gers. 


2 






fe 


Cost of the unit is said to be 
that of re-sharpening a worn 
share. Made of high grade steel, 
heat treated, it will resist abra- 
sion better than the average plow- 
share and outlast the usual plow- 
share sharpenings, it is claimed. 
Since no special tools are required 
for replacing the Plowrite, changes 
can be made in the field. 


Butler Elected to General 
Foundry Executive Post . 


T A meeting of the board of 
a of General Foun- 
dry & Machine Co., Sanford, N. C.., 
C. O. Butler of Southern Pines, N. 
C., was elected vice president and 
general manager. 

General Foundry & Machine Co., 
serving farm equipment dealers in 
the East and Southeast, manufac- 
tures and distributes agricultural 
implements, mill supplies, machine 
shop service, sawmill equipment, 
grey iron castings, and heavy 
hardware. 
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THE MOST COMPLETE MASS MARKET 
LINE IN LAWN MOWER HISTORY 















THE NATIONAL LEADER IN ’50 
STEPS UP THE PACE IN ‘51 


REO’S 4-color National Advertising 
will dominate again in 1951 


Big Full Pages—not once but thruout the season— 
in America’s greatest mass market publications. 
Everyone with grass to cut will be told the facts 
about Reo—The Best Buy in Power Mowers. 


Won UO 


} ee 
Reo Merchandising Kit Pulls in the Prospects 


A complete tie-in package of sales helps—from 
special Christmas promotions to window posters, 
newspaper ads, etc., all available to Reo Dealers. 


Coast-To-Coast Service 


Authorized Reo Service Distributors and Dealers 
blanket the country. Service is no problem to Reo 
Lawn Mower Dealers. 


Your Profits Protected 


Reo has Maintenance of Price agreements where- 
ever they are authorized by law—and Reo mowers 
are sold only thru recognized wholesalers with 
well stocked warehouses ready to serve you. Your 
profits are protected. 


ORDER NOW FROM YOUR WHOLESALER 
REO MOTORS, INC. 
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WHERE THERE’S GRA‘ 








1951 REO ROYALE DELUXE 
Model WE-21, Full 21” Cut. 
1% hp, 4-cycle Reo Engine. 
Automatic Re-wind Starter. 





GRASS CATCHER 
ATTACHMENT 

For Royale De Luxe, Run: 
about, Town House Electric 
Sturdy Canvas and Steel 
Construction. 


HERE'S REGS BLOCIB 
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REO RUNABOUT 
Model WE-18, 1% hp,4 


cycle Reo Engine. 18" C ' 


REO TOWN HOUSE 
® ELECTRIC 

Model WEE-18, Self- 
Propelled. 18” Cut. 


£0 LAV 
fodel E- 
wer, 18 












NBUSTER LINE FOR SI 


THERE’S A REO TO CUT IT! OPENS UP SALES ON EVERY 
- BLOCK IN YOUR COMMUNITY 
oe Esty tached 1 on one £€0 sale on a block 
allt = seein sells Another 
Var re Power Snow and Another... 
| }- ou Be AND ANOTHER! 


ES; 


=. rv WING UNITS 
a = Two 18” wing units to double 
: t capacity of Trimalawn. 
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REO DE LUXE TRIMALAWN 


odel RE-25, Trimmer Type. 
1% hp, 4-cycle Reo Engine. 
25” Cut, New Automatic Re- 
wind Starter. 





Reo Power Mower Dealers are still talking about 
the record breaking sales Reo helped them ring 
up this season. Reo blasted the industry wide open 
with a mass market line and promotion that made 
a hot prosrect out of every home with grass. Reo's 
1950 sales alone were double that of the entire 
industry less than 10 years ago. And Reo’'s All- 
New 1951 line is hotter than ever, with new 
models, new features, new low prices, new pro- 
motion and advertising. Everything's new about 
1s Reo for ‘51 except the profits for Reo dealers, 
which they have learned to expect, year after 
year. With this new line, more people can own a 

ee : Reo than ever . . . a big market becomes even 
+O del E18 ite... bigger. Place your order now to make sure you 
Cu bver. 18” Cut. aan P get your share of Reo Mowers and Reo sales. You 
can even sell plenty of ‘51 Reos this summer. 































NEW AUTOMATIC 
REWIND STARTER 


Standard equipment OV c R 3 75 7 Oo 0 @) REO 


on '51 De Luxe Trim- 


| d'51 Royal 
rin LAWN MOWER USERS 


Lawn Mower Division Lansing 20, Michigan 
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UTUAL IMPLEMENT AND HARDWARE 
INSURANCE COMPANY 


EROFFICE © OWATONNA» MINN. 
RN OFFICE « ATLANTA, GA : 
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IH Introduces New 
Kitechen-Size Freezer 


TNTERNATIONAL Harvester Co., 
| 180 N. Michigan Ave., Chicago 
1, lll., has introduced a new home 
freezer, to retail for $229.95, for 
use in the homemaker’s kitchen. 

More than 174% square feet of 
sub-zero fast freezing surface in 
the seven-cubic-foot interior is 
made possible by freezing coils 
passing entirely around the inner 
liner and under the entire liner 
floor, which is raised so home- 
makers can reach any part of the 
interior without stretching. The 
space under the inner floor houses 
the refrigerating unit and con- 
densing mechanism. 

Construction of the unit elimi- 
nates the use of a fan and thus 
does away with noise and vibra- 
tion. There is no excessive mois- 
ture on outside cabinet surfaces, a 
feature International Harvester 
will introduce as Dri-Wall. 

The % h.p. Tight-Wad refrig- 
erating unit is hermetically sealed. 
A metal 5-year warranty is 
mounted permanently on the cab- 
inet back. The closed lid forms 
an extra work table in the kitchen. 
The refrigerator-type lid-handle is 
self-latching, and the lid, because 
it is spring~counterbalanced, re- 
mains open without any obstruct- 
ing braces and without danger of 
falling on fingers. 

A recessed base provides toe 
room and serves as an air intake 
for the refrigerating mechanism. 
A metal compartment divider, 
firmly anchored in place, keeps 





New kitchen-size 
home freezer re- 
cently introduced 
by International 
Harvester. The 7- 
cubic-foot interior 
contains 172 square 
feet of sub-zero fast 
freezing surface. No 
fan is needed, and 
no excessive mois- 
ture forms on out- 
side walls. The 
closed lid serves as 
an extra work table 
in the kitchen, and 
lid handle is: self- 


latching. Recessed 
base provides toe 
room 


food packages neatly stacked, yet 
is easily removed for cleaning. 
Model 70 also includes a steel wire 


basket for storing frozen food 
packages near the top of the 
freezer. 


Welded, seamless all-steel inner 
and outer walls make the freezers 
sturdy and wear resistant. Two 
coats of white enamel are baked 
on over a Bonderized surface. The 
gleaming finish will not peel, chip 
or crack, and resists corrosion, it 
was announced. 





0. J. Schulz, John Deere 
Executive. Passes .. . 


J. SCHULZ, an executive 
Q. and a veteran of more than 
38 years’ service with the John 
Deere organization, died in Mo- 
line, Ill., hospital June 20, follow- 
ing a heart attack. 


Mr. Schultz was well-known 





O. J. Schulz 
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throughout the farm implement 
industry, having been treasurer 
and a director of the John Deere 
Plow Co. of St. Louis, Mo., before 
coming to Moline in 1944 as 
assistant general sales manager 
of Deere & Co, At the time of his 
death, he also was vice president 
and a director of the John Deere 
Plow Co., Ltd., of Canada. 

He was active in the Farm 
Equipment Institute and _ had 
served as chairman of several im- 
portant committees in that or- 
ganization. Mr. Schultz was a 32nd 
degree Mason (member of the 
Tuscon Scottish Rite in St. Louis), 
a member of the Rock Island 
Arsenal Golf Club and the Daven- 
port Club of Davenport, Iowa, and 
the Outing Club of Davenport. 

Joining the Deere organization 
of St. Louis in 1912, Mr. Schultz 
progressed steadily until his ap- 
pointment as assistant general 
sales manager in 1944, a position 
he has held since. In 1917 he en- 
listed. in the U. S. Marine Corps 
and served two years, during 
which time he was wounded in 
action in the battle of Belleau 
Woods, for which he was awarded 
a Purple Heart. 

He is survived by 
and two sisters. 


his widow 





Servis Announces New 
One-Way Dise Harrow . 


ERVIS Equipment Co., Dallas, 

Texas, has announced the new 
American Harvester Landmaster 
one-way disc harrow with seeder 
box attached. It is designed to till 
the soil, seed and destroy weeds 
all in one operation. 

The Landmaster is said to im- 
prove the tillage of the soil by 
providing for a more complete cut 
of weed growth and by eliminating 
the ridging between swaths. The 
harrow cuts clean, leaving the 
stubble and trash well anchored 
with the top soil without excessive 
pulverization at operating speeds 
of four to five miles per hour. Less 
side draft is developed as compared 
to conventional equipment, because 
of special design, it is claimed. 

The new implement is being 
manufactured in three sizes for 
two, three and four plow tractors 
providing a cut of from 10’2” to 
176”. It is easy to convert for road 
travel and offers power-lift fea- 
tures as optional. 

The American Harvester has 
been accepted previously in Ca- 
nadian territories, the manufactur- 
er announced. 
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M-M Offers Cultivator 
For Closely-Spaced Crops 


{NNEAPOLIS-MOLINE, Minne- 
M apolis 1, Minn., has added 
to its line of farm equipment a 
new cultivator, designed especial- 
ly for vegetable and other closely- 
spaced row crops. 

The new tractor-mounted cul- 
tivator has right and left-hand 
front gangs and a wide single- 
section rear gang. On each gang 
are two toolbars, to permit a wide 
choice for the spacing of ground 
working tools. Bars are designed 
so that tools can be spaced the en- 
tire length of each gang, since 
there are no “blind” locations. 

One feature is a hydraulic lift, 
said to be capable of delayed ac- 
tion, which permits the front 
gangs to be raised first and the 
rear gangs later, so that the work- 
ing tools of both leave the ground 
at the same point. On entering a 
row, the reverse is true, with the 




















front gangs lowering first and the 
rear ones later. 

The front assembly is designed 
so that it can be attached to the 
cultivator at two different heights 
from the ground. For low crops, 
the gang assembly can be mounted 
in the lower position, and for tall- 
er crops the assembly is mounted 
in a higher position. 

All gangs have separate controls 
for depth or position. For the 
front gangs, there are individual 
levers with notches that are used 
to adjust the position or height by 
approximately one-quarter inch 
per notch. Two screw cranks con- 
trol the depth of the rear gang, 
permitting a wide choice of ad- 
justment. 

Front gangs are controlled by 
parallel links equipped with a 
turnbuckle, to secure the most de- 
sirable working pitch of the 
working tools; and the long rear 
gang is provided with parallel 
links that can be adjusted by a 


choice of several hole positions. 

The new MM vegetable cultiva- 
tor was designed for quick mount- 
ing or disassembling. At present 
the company is not planning to 
provide any tool holders or special 
shanks, but the cultivator will ac- 
commodate all standard shanks 
and clamps now on the market, it 
was announced. 





Dairy Barn Drainage Pump 
Announced by F-M .. . 


NEW pump designed and built 
A specially for dairy barn 
draining has been announced by 
Fairbanks, Morse & Co., 600 S. 
Michigan Ave., Chicago 5, Illinois. 
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: You can make a dependable annual income... z] ha 
z 4 ing 

- ing 
, SELL THE Imes WINDROW PICK-U ;| 2 
= Precision-built, always in demand, the Innes Windrow Pick-Up has the exclusive a * 
vw feature no other pick-up can boast: the Innes patented piston action rotor, z h, 
z that picks the windrow up as gently and cleanly as if by hand, without wrapping z r , 
= or clogging. Seldom needs repair—once sold, your profit is clear. For any “ M. 
“ = _ windrowed crop. Stiff and spring finger = —- 
: Mm ay ~ e \ models to fit most combines. Backed by z Me 
z | WATS national advertising. For information oe “ 
w = about all the advantages of the Innes . the 
z Windrow Pick-Up, and free literature to Roy McLain, shown above at right, z day 
z give your customers, drop a card or letter travels about 30,000 miles a year as 0 ory 
ime to Innes Company, Bettendorf, lowa, mak- bead of the Innes engineering depart- r kn 
s ers of Innes Windrow Pick-Up and Feed- ment, getting first hand information on z ing 
z er, Constant Power, and Bean Windrower. functioning of Innes equipment. a in€ 
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An Opportunity 


For a dealership with 
America’s FASTEST GROWING 
full-line farm machinery company 


During the past few years Massey- Harris 
has been doing many things that are strik- 
ingly original. They have pioneered in sell- 
ing methods as well as in promoting such 
developments as the Self-Propelled Combine 
and Self-Propelled Corn Pickers. 

Immediately following the war, looking 
ahead to the day when the farm machinery 
business would again be competitive, 
Massey-Harris inaugurated a new Sales and 
Merchandising plan for its dealers. 

As a farm machinery dealer you have felt 
the impact of that plan. Massey-Harris is to- 
day about the fastest growing farm machin- 
ery company in the country. As you well 
know its dealers are getting an ever increas- 
ing share of the total farm machinery bus- 
iness. 

You will be interested in seeing how this 
plan works . . . how Massey-Harris cooper- 


ates with its dealers . . . with sound mer- 
chandising ideas that make selling easier . . . 
with promotion ideas that develop new 
business . . . how it coordinates advertising, 
direct mail, dealer helps, with the personal 
effort of every man responsible for sales, 
from the apprentice in the dealer's store to 
the top executive in Massey-Harris offices. 
The result is the kind of team work, the 
hard-hitting aggressive drive that has 
jumped annual sales volume more than 1600 
per cent in the past ten years. 

Massey-Harris is enlarging its dealer or- 
ganization. There are many open territories. 
Yours may be one. 

If you are looking for an opportunity to 
grow, to make more money, to be in a 
stronger competitive position, it will pay 
you to look into this Massey-Harris pro- 
gram. The branch house nearest you will be 
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glad to explain. Write or wire for details. 


THE MASSEY-HARRIS COMPANY 
Quality Avenue, Racine, Wisconsin 
Branches in Atlanta, Ga.; Batavia, N. Y.; Colum- 
bus, Ohio; Dallas, Texas; Des Moines, lowa; Enid, 
Oklahoma; Fargo, N.D.; Grand Forks, N. D.; 
Harrisburg, Pa.; Kansas City, Kan.; Los Angeles, 
Calif.; Memphis, Tenn.; Minneapolis, Minn.; Ome- 
ha, Nebraska; Portland, Ore.; Racine, Wisconsin; 
St. Lovis, Mo.; Stockton, Colif.; Wichita, Kan 


ta 
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According to the manufacturer, 
it is neither a trash pump nor a 
sewage pump, but is designed to 
handle washings and drainage of a 
modern dairy barn with concrete 
floor and a minimum of straws, 
sticks and fibrous material. The 
unit is compact, easy to install and 
service, It is made in one size only, 
small enough to handle conven- 
iently, but at the same time large 
enough to reduce clogging to a 
minimum, it was announced by 
the company. 

A feature of the pump is the 
bronze impeller, which has a sharp 
knife-like leading edge which 
serves as a chopper for such ma- 
terial as straws or sticks entering 
the pump. 

For best service from the pump, 
according to Fairbanks, Morse & 
Co., the washings and drainings 
from the barn should be directed 
into a concrete sump to avoid col- 
lecting extraneous material that 
might clog the pump and increase 
the service problem for the user. 
The unit can then be installed in 
the sump and the material piped 
away from the pump to suit the 
convenience of the user. 

The unit is available with a 3 
h.p. single phase 110/220 volt or 
a 3 h.p. three phase 220/440 volt 
electric vertical and solid shaft 
motor. 

Interested dealers may get com- 
plete information by asking the 
manufacturer for Bulletin No. 
6710D. 





Love Tractor Introduces 
Front-Mounted Cultivator 


OVE Tractor, Inc., Eau Claire, 

Michigan, has introduced a 
new front attached cultivator for 
Ford and Ferguson tractors, with 
an automatic trip-up shank that 
releases the overload when strik- 
ing an obstruction. 

The action of the shank is sim- 
ple, the manufacturer stated. When 
the cultivator sweep strikes an ob- 
struction, the whole shank and 
shovel holder move upward and 
backward riding upward with a 
backward action over the obstruc- 
tion. Once over the obstruction, the 
spring loaded shank automatically 


returns to the normal operating 
position. No time is lost in stop- 
ping the tractor or lifting the cul- 
tivator or resetting the shanks, it 
was announced. 

Each shank can be individually 
adjusted for working depth, work- 
ing pressure, and for row widths. 
All standard rows from 25 to 46 
inches can be accommodated. Most 
types of shovels, sweeps, and disc 
hillers can be fitted to the shanks. 

The cultivator can be purchased 
as a one or two row attachment. 
The company also has available a 
complete line of rear-mounted cul- 
tivators in 1, 2, 3, and 4 row sizes, 
as well as field cultivators and sub- 
surface tillers. 
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“Belt Clutch 


New, low cost, hand operated V-Belt 
Clutch. For every farm power need. 
No adjustments. No wearing parts. 
Hi-speed. Smooth pick-up. 


DEALERS: Fast Seller—No Parts Stock! : 


418 N. Western Ave. 
Los Angeles, Calif. 








Y-BELT CLUTCH CO. 
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WANT HELP? 


Each issue of SOUTHERN HARDWARE gives you many articles 
of immediate and lasting value. Here are just a few of the 
outstanding ones that have recently proven profitable to readers: 


Maintaining a Prospect List 

Farm Equipment Financing 

Controlling Trade-ins 

Selling Appliances to the Farm Market 


lf you are not already getting the benefit of this helpful read- 
ing—as a regular subscriber—send in your order today: $2.00 
for three years and worth the money many hundreds of times 


SOUTHERN HARDWARE 


806 Peachtree St., N. E. 


Atlanta 5, Ga. 
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Step UP Your Profits with 
Step UP Display Fixtures 





Association Designed 


SHOPPING ISLANDS 


Are Flexible and Versatile! 


It’s “eyes right” . right on your featured mer- 
chandise when it’s displayed on easy-to-see, easy- 
to reach display fixtures . . . they’re Association- 
designed for Association members only. Attractive 
Shopping Islands add 50% more display 2 ace to 
your store. They’re durably-constructed of high- 
grade mahogany, oak or birch, with ample 
storage-space underneath for reserve stocks. Top 
step-ups can be quickly arranged to accommodate 
all sizes and shapes of merchandise. 


Association Step-Up Display fixtures are un- 
excelled in beauty, workmanship and price. They 
are shipped completely assembled, ready to go to 
work at once. See association-designed fixtures 
first before you buy! 





For Complete Store Planning 
Consult Your State Association 


Streate 


i. Our Fixtures Available Only & 








INDUSTRIES, INC. 


SPRING PARK, MINNESOTA 


Thru State Hardware Ass'‘ns 
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Put ROUND CHAIN on display.. 
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it sells itself 
right off the reel! 


Chain is a hardware “bread and butter” line. Year after year 
it can be counted on for steady, profitable sales volume. 

That’s why it’s important that you keep the subject of chain 
alive .. . keep chain constantly on display. 


The Cleveland Reel Salesman sells chain “right off the reel.” 
It makes many sales that would otherwise be delayed or lost. 


J, 
/, 
h 
h 


Put one of these profit-makers in your store today. Your 
jobber will gladly give you full details. Or write for Reel Sales- 


man and Salesmaster literature. — 


3 VELAND (HAIN 





Lhe Cleveland Chain & Yflz Co. 
Cleveland 5, Ohio 


ROUND Associate Companies: The Bridgeport Chain & Mfg. Co., 
Bridgeport, Conn. ¢ The Cleveland Chain & Mfg. Co., Cleveland, 
Ohio ¢ Round California Chain Co., So. San Francisco and Los 
“gAngeles, Cal. ¢ The Round Chain & Mfg. Co., Chicago, Ill. ¢ Seattle 
Thain & Mfg. Co., Seattle, Wash. ¢ The Southern Chain & Mfg. 
))s Ca., Birmingham, Ale. ° _Weedhouse Chein Works, Trenton, N. J. 
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CRITICAL HOME-FRONT CAMPAIGN 





No. 5 in a series of editorial messages 


LMOST as alarming as the prospect of another 
A world war is the possibility that further 
drastic inflation may result from our new military 
preparedness program. 

Yet, this program itself is not directly responsi- 
ble for the present threat of shortages and price 
advances. Rather, it is the wave of hysterical 
civilian buying, starting in mid-summer, which 
swamped the markets and pushed up prices. Some 
speculative buying to build up retail and whole- 
sale stocks may have been a contributing factor 
And a noticeable tendency to announce factory 
price advances based on “in- 
creased cost of materials” un- wee Sa 


“We don’t want to be a party to this fanning of 
the flames of inflation, and we don’t want any of 
our salesmen to be a party to it. Under no circum- 
business by yelling 
We are resisting to 


stances are you to solicit 
‘shortages’ or ‘higher prices’. 
the fullest any increase in the prices of the things 
we buy and sell, and in some cases we have had 
favorable results. 

“In no case will we advance the price of ou! 
goods unless our supplier has advanced the 
price 

“Dealers can have a profound influence on their 

customers, the consuming pub- 


lic, by speaking common-sense 


doubtedly helped kindle fever- | feo language when they rush in to 
ish buying impulses uS j B —- 7, stock up. If a customer wants to 
This situation is not justified wi speculate by buying two or 


by the preparedness program 
Present military requirements 
are imposing no greater de- 
mands on our economic machine 
than it should be able to take 
care of without undue strain— 
provided civilian buying hys- 
teria is curbed. 

We are still far from the all- 2 





three of an item, he can suggest 
that she buy a half-dozen, as 
he has plenty in stock. This will 
delay an O.P.A. and rationing 
Preach it; work for sanity, not 
hysteria.” 

Business 


men will be per- 


forming a public service and 





out mobilization of World Wai 
II when military needs took 
about half of our total national production. As this 
is written, our rearmament program will take no 
more than 10 per cent of our output—and that will 
leave a lot of materials and manufacturing facili- 
ties for turning out automobiles, household ap- 
pliances, lumber, tools, hardware and other needed 
products 

Instead of using scare advertising or sales sug- 
gestions, business men should acquaint their cus- 
tomers with the facts, should discourage panicky 
buying. And in so doing they will help to ward off 
stringent government controls 

As an example, following is part of a letter sent 
in August by the president of one of the South's 
largest wholesale houses to his salesmen: 

“There seems to be quite a mass hysteria about 
shortages and higher prices which could bring on 
price control and rationing. Fortunately, it seems 
this hysteria is lessening as people regain their 
balance from the first shock 


The job demands teamwork 


ee } also working in their own best 
interests by doing everything 
possible to hold down prices 


and prevent panicky buying. But to win the battle 
against inflation they need government help 

The one factor above all others which leads to 
widespread fear of drastic inflation is the apparent 
absence of any serious thought of putting the 
government's own financial house in order 

The individual citizen will have to economize 
in order to pay the increased taxes which will now 
be required. But if he cuts down on his spending 
for non-essentials, is he not justified in expecting 
Uncle Sam, also, to practice some economies? 

There is, for instance, the little matter of nearly 
a billion dollars to be appropriated the coming 
year for “rivers and harbors’’—the so-called pork- 
barrel bill 
gant spending in these times? 

The fight against inflation demands the con- 
certed effort of business men in curbing specula- 
But it also requires the 


Can government afford such extrava- 


tive and panicky buying 
cooperation of government. It’s a teamwork job 
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spiral wrap 
single loc 


Te into a bale of profits 





with DI XISTEEL pace nes 


Dixie farmers are baling more hay and 
forage than ever before. This means you 
will have more calls for baling wire 
this year. Cash in by making your store 
headquarters for DixisTEEL Bale Ties. 

Farmers prefer them because they 
are easy to work, yet strong enough to 
withstand more strain than is ever 
brought to bear on them. 


Order now from your wholesaler 
and be ready for harvest time! 


And dealers prefer them because the 
special Spiral Wrap keeps the bundle 
in perfect condition, stiffens it and 
makes it easy to handle. Ties do not 
become bent or tangled. The bundle is 
clearly tagged on the end to show the 


gauge and length of ties. 
A complete range of DIxIsTEEL Bale 
Ties is available. 






Atlantic Steel Company 


MAKER + (DIXISTEEL) since 1s 
ATLANTA, GEORGIA 
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All members of the 
store’s sales staff are 
trained in the opera- 
tion of each unit. 
Right: Mrs. Bird ex- 
plains operation of a 
small power saw to a 
customer 


Promotional Tips 


for Selling ... 





POWER TOOLS| 





OWER TOOLS, when promoted 
ee an aggressive mer- 
chandising program that includes 
consistent advertising, thorough 
demonstrations and reasonable in- 
stallment terms, can be one of the 
most profitable lines in the hard- 
ware store, according to Ottis 
Green, Jr., vice president of the 
Ottis Green Hardware Company, 
Asheville, N. C., and son of its 
president, Ottis Green, Sr. 

In this store wood-working tools 
occupy a prominent spot and a 
relatively major portion of the 
store space. The rear section, ap- 
proximately 25 x 50 feet, is de- 
voted exclusively to the display 
and demonstration of wood-work- 
ing tools, including shapers, sand- 
ers, metal cutters, planers, electric 
tracers, polishers, buffers, electric 
Saws, and other such items. Each 
is set up for quick demonstration. 

With a tool inventory that aver- 
ages $80,000 to $100,000, the store 
is able to handle immediately al- 
most any call for the various 


types of wood-working tools 
Among the department’s steady 
customers are contractors, carpen- 
ters, cabinet makers, veterans, and 
especially the nearby mountain 
residents who have found a profit- 
able livelihood in producing vari- 
ous wooden objects for sale. 

“Contractors have found that it 
is more profitable in both time 
and money to use modern wood- 
working tools,’ Green said. ‘For 
instance, it could take a carpenter 
hours to do a certain planing job, 
whereas with an electric planer he 
could do the same job in a matte! 
of minutes, saving time and money. 
Alse, carpenters have found that 
they can make various objects that 
go into a new home—such as 
cabinets and shelving—and thus 
realize a substantial saving.” 

For some time now, a large por- 
tion of the nearby mountain peo- 
ple have made a living by carving 
wooden bowls, cabinets, signs, and 
other such objects. As new ma- 
chinery is introduced at Green 
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By S. N. Williams 


Hardware Company, these people 
are able to enlarge their lines and 
to equipt their shops with newer 
and better wood-working tools. 
This particular group of trades- 
men has played a major role in 
making tools a profitable and suc- 
cessful line at Green Hardware 
Company. 

The number of wood-working 
hobbyists is growing rapidly, and 
this group provides an outlet for 
many of the store's tools. “Several 
men in town have complete work 
shops in their basements,” said 
Green. “As we get in new tools, 
they add to their shops. Then, too, 
our tools are given as presents on 
special occasions to wood-working 
hobbyists. A person who is in- 
terested in making wooden objects 
usually becomes adept in making 
cabinets, shelves and other such 
items for his home; and _ this 
tempts him to enlarge his hobby 
shop, so that he can advance in his 
hobby.” 

Also providing a wide outlet for 
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the tools are veterans, who under 
their GI training are taught how 
to operate and use wood-working 
tools, along with their courses in 
farming, etc. Once they under- 
stand how to use and profit from 
tools, they become steady 
tomers; and many of them turn to 
wood-working as an occupation. 
In addition to being profitable 
in itself, the wood-working tool 
department has stimulated sales in 
various other lines. Items used in 
cabinet making have shown an 
excellent increase in sales—cabinet 
hardware, nails, varnish, paints, 
and various other hardware lines 
Though the increase in volume of 
other lines cannot be attributed 
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Left, Coleman Runions, sales- 
man, explains operation of an 
electric shaper. Tool depart- 
ment has attracted hobbyist, 
owners of home work shop; and 
tradesmen 








Right, Runions dem- 
onstrates an electric 
planer. Below: a 
view of the tool de- 
partment, Each unit 
is set up for quick 
demonstrations and 
easy inspection 


























directly to the popularity of the 
tool department, it is believed 
that it has been a big asset in 
pulling traffic through the store, 
thus tempting prospective tool cus- 


ocire accessones 


a 
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tomers to purchase other items 


To sell and demonstrate the 
many tools, every member of the 
store’s staff is trained in the opera- 
tion of each unit. When a prospec- 
tive tool customer enters the store, 
he does not have to wait fer a par- 
ticular person to serve him. In 
fact, one of the department’s most 
successful salespersons is Mrs. 
Bird, who fully understands and 
can operate any unit, regardless of 
its size. To date, she sold as 
many tools as any man employed 
in the store 


has 


Liberal terms have been im- 
portant in pushing the sale of 
wood-working tools. While most 


units are sold on a basis of 25 per- 
down, with the balance due 
monthly payments, many 
prefer to charge tools 
to their regular accounts and pay 
for them within a month or so. On 
purchases that are carried over a 
period of time, there is a 6% car- 
rying charge added to the original 
price of the tool. 

“By offering this service,’ Green 
(Continued on page 38) 
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in 12 
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N keer MERCHANDISING ideas are store can be picked at random amount of display space and has 
keeping sales on a high plane For example, one of the most in- been a means of attracting the at- 


for the Travis-Scully hardware _ teresting merchandising ideas used tention of customers 
store in Beaumont, Texas is the rope display. Large rolls of Anothe merchandising stunt 
The first time a _ custome: rope are kept in the store’s storage h a AE Travia th my - can 
walks into your store he repre-_ section. The ends of various sizes clint : rr ] princess 1 vear- 
nts a sizable business potential,” of rope are brought out about 20 escent gat wren is h “ ondewed 
says Charles Travis, manager of feet through a rectangular woode th thi > 
the store, “but merchandising and bracket, and left ioadies a geen ce rescore — —_ — 
| . 2 > gS <« His original approach was more o1 
promotional ideas must be suf- four feet from the floor. (See pic- less standard. “First we invited 


ficiently attractive to hold this ture.) In selling rope a salesman 


' customers to take home one of the 
customer. Otherwise, he will take has only to pull on the rope 


mowers and try it for one week 
Only after the customer indicate 
his complete satisfaction were we 
ready to talk with him about a 
completed sale. We were success- 


his business to a more aggressive selected by the customer. and 












merchant “ measure off the amount desired 
Unusual ideas employed in this The display saves a considerable 






ful in every instance where a cus- 

























e 
e tomer accepted our suggestion to 
- try one of the units for a week.’ 
- Then Travis came up with a 
> Charles Travis, econd idea that will be used to 
= above, demonstrates merchandise these unit during 
the wagon which t} ities 
n was used to pro- me CS yeas 
st mote power lawn “We built a small wagon, strong 
:. mowers. At left, the enough to carry a 200-pound man 
d —— = hitched it behind one of the powe1 
° e novel mer- 
yf chandising ideas mowers and let the machine pull 
Ss used effectively by him around town, rravis ex- 
d - ; the store. Large plained. “We fixed two large signs 
Bias ba bt tod rolls of rope are and attached them to each side of 
aa Sees bm , kept in the store's tee p im tin sodbiie 
e it =. storage section. T! e e wagon, so tia le publi 
yf ; ry aunt is + hy ends of § various could tell who was conducting the 
t Pe th sizes ere brought demonstration. We plan to carry it 
'- at out about 20 feet to football and basketball game 
through small hcles and run it around the field and 
e j near the top of the aill¢ ull l al t ( 1 cli 
y : = rear wall, passed court during intermissions as a 
is Hh, i through a rectangu means of demonstrating it to 
y 4 ~~. ‘: Sete lar wooden bricket potential customers. Every on 
~ and left dangling ; 
n ot . who sees it has been amused, and 
a a 5 . about four feet from h 
a the floor. Salesmen we are entirely satisfied with the 
* have only to pull o1 esponse it has brought.” 
1 the rope select>d by Anothe) money-making idea 
, the customer phy used by Travis-Scully is the rent- 
fe. measure off the : T) 
n amount desire | ing of sanding machine ie store 





lirst tarted out renting a mall 
hand that resulted in such 
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Bob Miller, left, and Travis are shown in the tool department where 


fluorescent lighting is used 


a heavy demand that a larger 
sander was purchased to help ac- 
commodate the customers. “All we 
did to start this new service was to 
purchase a small sander and fix a 
small on top of it stating it 
was for rent,” Travis explained 
To create goodwill and bring on 
repeat the 
plan for getting rid of damaged o1 
old merchandise of small value. It 
small and 
customers, whethe1 
Recent- 


sign 


customers, store has a 


is placed in a box 
handed out to 
they buy anything or not 
ly, the box contained free rolls of 
friction tape that had been dam- 
aged by heat. 

“We find that giving away these 
small, damaged items far 
goodwill and repeat cus- 
tomers than if they were sold for 
a few cents,”” Travis “We 
find that customers ap- 
preciate any little gift give 
them.” 

Travis-Scully’s most novel 
vertising idea is in the form 
match books. These list everything 
the store sells on the inside cover. 
The outstanding items the store 
handles are listed on each of the 
matches. A picture of the store is 
on the cover. 

Perhaps the greatest service of- 
fered by this store to please cus- 
tomers is its willingness to order 


creates 
more 


said. 
really 
you 


ad- 
ol 


and carry almost any item that 
could be requested. “We have 
made it a rule to order almost 
everything a customer may ask 


for that we don't carry in stock,” 
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to show off tools 


to best advantag> 


Travis pointed out. “However, 
there are a few exceptions on 
items that we know won't be 
called for in the next five or ten 


As a result, we have a store 
merchandise 


years. 
full 
that keeps us busy re-stocking our 


of fast-moving 
shelves and counters.” 

One _fast-mc ving, 
line is his stock of carpenter tools 
To promote and display them, a 
full top, with 


year-round 


canopy fluorescent 


tubes inside, casts light di 
on every item used in the wal 
play. “These carpenter tool 
displayed so customers May 
up any of them and exam 
without any help from the 
clerks.”” he said. “Good light 
an excellent means of playir 
these lines. Well lighted, the 
play can be seen from any s} 
the store 
Specialist Sell 
Fishing Tackle 

ELIEVING that an active 1! 
Bran can do the best jc 


:elling other fishermen, owne 


the Las Olas I ardware store 


Lauderda blorida, emph 
te In.j Ortance ol specia 
aic>me¢ In promoting I 
tackle sale 

“A hardwareman may 


large amounts for advertisi 
may have the most attractive 
plays in his city; yet still not 
fishing tackl 
he not 


sales personnel who can spea 


a prosperous 


partment, if does 


fisherman's language,” says 


Carr, assistant manager olf 
company 

“The store owner or his 
ing goods salesmen must tal 
interest in the activities of 
dividual fishermen. There 
better way to promote f1 


tackle sales than by cultiy 


(Continued on page 90) 


National Hardware Show 


port- 


< I 


Sets Registration Record 


EGISTRATION of buyers wish- 
R ing to attend the National 
Hardware Show in New York City, 
October now percent 
ahead of last year. This fact, plus 


2-6, is 25 


the large increase in hotel reserva- 
tions, points to the largest buyer 
known at the 
show, according to Frank Yeager, 
director of the show. 

Over 600 of America’s leading 
manufacturers of hardware and 
allied products will occupy every 
available foot at 
the Grand Central Palace, it is re- 
ported, with a large waiting list of 
exhibitors unable to obtain 
for this year’s show. 

Requests for tickets of invitation 


attendance eve. 


square of space 


space 


SOUTHERN 


that jo 
buyers t 


from jobbers show 


are sending more 
show than in past years, 
every section of the United 5 
it Was announced 

In the Fishing Hu 
Division and Sporting Good 


200 manutfact 


and 


and 


tion aione, ove 
will exhibit their products. 1 
said to be the disp! 
Sporting Goods equipment 


assembled any 


largest 
iol trade or } 
show 

A large list of 
dealers already registered is |! 
than farn 
garden equipment exhibits w 
scattered throughout the sh 
Was announced 


farm imple 


expected: and 
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By Beatrice Miller 


Expansion of displays 
and inventory brings 
100% inerease in 


HOUSEWARES 
VOLUME 


Wwe Roy Wooprurr, man-_ sion. And sales have continued to 
Y ager of Bethesda Paint & hold to peak figures. 
Hardware Company, Bethesda, Though expanding the house- 


Maryland, increased his house- wares line meant giving 50 percent 
wares stock by 50 percent, sales more space to housewares in a 


volume on the line doubled—in- _ store already well stocked, Wood- 
creased 100 percent—within the ruff carried out his plans, develop- 
first four months after the expan- ing a model department which has 


| f : | 


eget [Ag ol 


Lee 


ae. 





Sales volume in housewares doubled when Roy Woodruff, manager of 
the Bethesda Paint and Hardware Co., Bethesda, Md., expanded the 
housewares section with colorful pantry ware and kitchen merchandise 
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added to the appearance and sales 


of the entire store 

Woodruff first conceived the 
idea of building a 9x12-foot al- 
cove in the rear of the store, to cut 
off the sunlight and provide a par- 
tition for office privacy, in addi- 
tion to furnishing new houseware 
with a suitable and striking back- 
ground 

Painting the alcove Chinese red 
and bright green, he was so pleased 
with results when he placed the 
vellow, black, white and red hand- 
painted pantry ware on_ the 
shelves, that he built another al- 
cove, same size, and painted it in 
the same colors. This became the 
background for another line of 
painted metal kitchen ware in- 
cluding blue, red, yellow and 
white canister sets, bread boxes, 
napkin holders, and other mer- 
chandise 

By building a wooden display 
platform over the wide open base- 
ment stairway, Woodruff was able 
to remove large bulky summer 
goods from the floor and give them 
more prominent display on the 
eye-level platform. This afforded 
floor space for another counter, on 
which household goods were 
stocked and displayed. On a near- 
by cupboard door, a variety of 
utility, package and spice shelves 
in chrome were nailed up 

By making these additions and 
alterations, Woodruff was able to 
expand his housewares lines in 
the amount of $700. He invested 
$300 in hand-painted pantry ware, 
$200 in kitchen ware, and $200 in 
rubber kitchen items 

Within the first month, half of 

(Continued on page 46) 
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raising. whether on a large o1 


one thing—production!” he d 
“Production can mean eal 
larger birds, or it can mean DN ore 
HE AVERAGE farmer prefers to egg production. It can be eithe: of 
purchase poultry supplies from these or a combination of bot} 
his favorite hardware store—pro- “Nine out of ten farmers s\ib- 
vided that store carries a varied scribe to and read poultry p i- 
and ample supply of the items cations. They read of new eq 
needed,—says Albert Goodman, ment that is being used by « 
manager of Central Texas Hard- successful farmers to make t I 
ware Store of Bryan, Texas. And poultry business more luci ve 
to get his share of this lucrative and convenient. And after reading 
market, Goodman has stocked the about the new equipment, 
store with such a wide variety of want to examine it. Their source 


nationally advertised poultry sup- of supply is expected to have 
plies that it is recognized as the equipment on hand.” 

poultry supply headquarters in his If the hardware store is not 
area. stocked with such new equipment, 





Goodman pointed out, the farmer 

then will turn to feed dealers 

’ * e e who are carrying poultry supplies 
Capitalizing on of all types now for traffic-pullet 

“Feed business is compctiti 

the market for eee Goodman said, “and where 
dealer has such a limited field for 

revenue, he must of necessity con- 


e 


sider every angle to hold his cus- 
tomers. Thus, they stock poultry 


Pouttry To 
If the farmer is able to find his 


needs at his hardware store, this 
will mean added sales of allied 
UPPLIES lines for the hardware dealer. 
Fencing, wire, nails, staples, fence 
posts, and other items are needed 
around a poultry farm. 
For the farmers who now have 
(Continued on page 44) 
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Albert Goodman, left, shows poultry supplies to cus- Items of interest to women such as screen cloth and 
tomer, All related items are displayed together garden tools are displayed near poultry supplies 
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“Farmers interested in pou try 


By C. Thomas small scale, are concerned th 
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PEN DISPLAYS of all merchan- 
Odie have resulted in a 35 per- 
cent increase in annual volume for 
the Homer Hardware Company of 
Homer, La. 

For 48 years this store had 
handled what could be termed an 
adequate volume of business in its 
old brick building. If some of the 
stock became shopworn and ob- 
solete because items were a little 
piled up here and there, the own- 
ers did not lose more than many 
other dealers operating in similar 
circumstances. 

Then two years ago O. M. Kerlin 
and his brother, B. F. Kerlin, de- 
cided to spend several thousand 


Walls of the store are reserved for merchandise such 
as sporting goods which have direct appeal for men 





O. M. Kerlin, shown here sell- 

ing tool, emphasizes the im- 

portance of having prices clear 

ly marked and visible. He fol- 

lows this rule throughout his 
store 


year in the remodeled store 

“Volume is continuing to go 
up,” Kerlin explained. “This in- 
crease now, we believe, is due as 
much to our improved = sale 
methods as to our remodeled store 
With a modernized store to work 
in, a dealer and his employees just 
naturally modernize thei 
manship.”’ 


The new Lore 


sales- 


front would be 
outstanding in a city several times 


FACE LIFTING 


- - « With open displays 
brings 35% increase in sales 


dollars for a new store front and 
interior display fixtures 

“We wanted to see what would 
happen if we put everything on 
display,” said O. M. Kerlin 

The result was an immediate in- 
crease in sales volume that totaled 
35 percent at the end of the first 
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larger than Homer. Bright blue 
Carrara gla outlines the full- 
view window which extend al- 
most to the ceiling. Fluorescent 
fixtures, kept lighted, keep the 
island displays flooded with day- 
light brightness 

“We don't stint on light,” said 





Specially made fixtures such as these island dis- 
plays have permitted showing of more merchandise 
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The modernized store front features unusually large display windows 
which permit passers-by to see virtually the store’s entire length 


Kerlin. “The object of our spend- 
ing $25,000 to modernize was to 
put everything on display. Our 
customers must actually see every- 
thing we have to show. We try to 
make our displays easy on the 
eyes, so that looking will be a 
pleasure, and buying will be the 
next reaction.” 

Like many other old_ stores 
nearing half-a-century of exist- 
ence, this one, before moderniza- 
tion, had not paid special atten- 
tion to attracting women. The 
Kerlins followed the modern 
trend and turned the central shop- 
ping islands into displays designed 
to interest women. 

“This also accounts in part for 
our 35° increase in volume,” Ker- 
lin said. “A dealer cannot modern- 
ize without making over his store 
to attract women.” 

The sides of the store are ar- 
ranged for many of the displays 
that appeal especially to men. For 
example fine tools, a_ profitable 
major line, are shown where a 
masculine shopper has plenty of 
room to make his selection from 
the displays that put everything 
in the open, including most prices. 
Prices should ke displayed as well 
as merchandise, the owners be- 
lieve. 

“In selecting fixtures, we picked 
ours for convenience and time- 
saving as well as for looks. The 
grained wood finish is very attrac- 
tive, easy to keep clean. and in- 
expensive to maintain. But what 
we like esrecially about our fix- 
tures is their recessed structure, 
which enables any article to be 
seen immediately. 
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“Fixtures of this design also pro- 
vide an easy way to display re- 
lated merchandise that aids in 
multiple sales. On one of our 
shopping islands we display small 
electrical appliances on the _ top 
three sections. On the lower one 
we show small electrical repair 
items that must be arranged in 
flat display. 

“We seldom sell a mixer, waffle 
iron, toaster, or other appliance 
without selling extra cords or 
parts for repairing old cords. Then 
we also sell many sockets, plugs, 
receptacle plates, switches, and 
other parts for installation or re- 
pairs. 

“The base of the fixture pro- 
vides space for storage. Sliding 
doors help maintain their neat ap- 
pearance.” 

Kerlin said that dealers in the 
smaller towns profit even more 
from modernization than they 
would in a larger community. A 
rood remodeling job makes the 
store outstanding among its neigh- 
bors. 


Power Tools 


(Continued from page 32) 


pointed out, “we are able to make 
the sale, and we save the customer 
the expense and trouble of bor- 
rowing money elsewhere. 

“Terms are necessary at times 
for selling many of our units,” he 
continued, “and esrecially when 
selling such tools as tracers, which 
than $400 each. Few 
customers have that kind of money 


cost more 


SOUTHERN 





to spend at one time,’ Mr. Gren 
added. 

But whatever’ the 
status of the prospective tool c .s- 
tomer, Green encourages him t 
purchase the tools he needs «nd 
makes every effort to arra’ ge 
terms that will permit the cus- 
tomer to purchase and begin using 
the tools. 


financial 


Competitive Lines 


Handling several competitive 
lines. rather than just one line, 
has helped promote the depart- 
ment. The lines carried are all 
well-known, nationally advertised 
products, and they offer the cus- 
tomer a wider choice in selecting 
a tool for his particular wood- 
working needs. 

Each tool customer is given a 
lengthy demonstration and special 
training in the operation of the 
unit he has purchased, before h« 
leaves the This, Green 
pointed out, results in a satisfied 
customer and one who will enjoy 
using the unit he has purchased 

As a special promotional effort, 
if- 


store. 


he invites vocational classes to ‘ 
tend demonstrations and classes 
in the tool department. The classes 
are heavily attended, and each 
pupil is taught to operate the tools 
and produce various wooden ob- 
jects. 


Promotional Shows 


To further promote the line, the 
store puts on shows in Gatlinburg. 
a neighboring mountain resort. 
where wood-working has aroused 
much interest and where Green 
Hardware Company has realized 
a substantial source of profit In 
this line. 

In addition, the store advertise 
extensively in newspapers. 

Before the war, the wood-work- 
ing tools occupied a small and in- 
conspicuous space in the basement 
of the store; they were not pro- 
moted nor considered a profitable 
line at that time. When Ottis 
Green, Jr., returned from service. 
he was strongly in favor of en- 
larging the line and bringing tt 
upstairs, where it could be giv 
proper promotion and special at- 
tention. His father. who has now 
retired but who still takes an ac- 
tive interest in the store's activ!- 
ties. at first was skeptical. Toda‘ 
he, too, joins the entire staff in 
recognizing wood-working tools as 
the store’s most profitable and 
most interesting line. 


nN 
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Pet 


Department 


Stimulates new 
business for 
this store 


PET department, stocked 
A with a wide assortment of 
pets and pet supplies, has helped 
the Fred Miller hardware store of 
Port Arthur, Texas, increase its 
annual volume from $10,000 to 
$250,000 since 1932. 

Though Fred Miller. owner, 
originally was doubtful of the 
possibilities in such a department, 
today he recognizes it as the 
store's best traffic builder and the 
source of much direct and indirect 
volume. 

“The department brings reople 
into the store and creates much 
interest,” he said. “It is the best 
trade-builder and best free adver- 
tising we know of, and we would 
continue to operate it, even if it 
meant losing money to do so.” 

The store's location, two blocks 
away from the city’s main street, 
also was a cause of doubt, since 
every five and dime store on main 
street handled the items Miller 
planned to carry. However, at an 
initial cost of $500 he opened the 
department for business. The first 
month’s sales were a little more 
than $50. From that time on, sales 
grew larger, until they reached 
the $600-a-month mark in 1949. 

Each month Port Arthur shop- 

pers make about 1200 purchases 
in the pet department. The aver- 
age customer spends approximate- 
ly 50 cents, although Miller be- 
lieves this amount may be at least 
25 cents higher during the spring 
and summer months. The depart- 
ment also is credited with bring- 
Ing in more than 200 customers 
each Friday and Saturday. 


(Continued on page 48) 
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Above, general view 
of the complete pet 
department. Right, 
customer is shown 
one of the many 
tropical fish the 
Store displays. Be- 
low, a shipment of 
tropical fish is un- 
loaded from an air- 
liner on arrival 
from Tampa, Fla. 
Speedy shipments 
assure customers of 
pets in good condi- 
tion 








Jack Hart, manager of the service department of Meene- 
han’s, files a suitcase key in the lock and key section 


WOME REPAIR service, to a hard- 
| ware store, can mean greatly 


increased sales and a source of 
substantial profit. At Meenehan’s 
in Washington, D. C., the de- 
velopment of such a department 
has resulted in multiplied 
and a monthly repair service vol- 
ume of $4,000. 

According to Jack Hart, 
ager of the Home Repair Service 
at Meenehan’s, “Anyone who sells 
equipment should provide service 
You can’t sell, if you can’t serv- 
ice.” 

The sale of such items as power 
lawn mowers, vacuum cleaners, 
gasoline chain saws, washing ma- 
chines and garden tractors, 
Hart, are made possible when they 
are backed up with the assurance 
of complete repair work. This ap- 
plies fans, 
heaters and any electrical 
appliance sold 

With its Home 
departmentized into 
Key, Appliance Repair, Outboard 
Motor, and Outside Service, 
Mecnehan’s is staffed by four all- 
around repairmen, who will han- 
dle any that does not re- 
quire a electrician or 


sales 


man- 


said 


also to irons, toasters, 


other 


Repair Service 
Lock and 


repal 
licensed 


40 


licensed plumber. Equipped with 
two trucks, one a van body ona 
12-ton chassis and the other a }2- 
ton panel for emergencies, the 
store is prepared for any repall 
call that will require cylinders, 
locks, electric drills, metal cutting 
tools, hand tools, glass, wood and 
steel sash putty, and any type of 


replacement equipment. A_ parts 
inventory of $12,000 is main- 
tained to reenforce the repail 


service, 

Key duplication service is 90° 
profit, Hart pointed out. On an 
emergency call to lock, 
for instance, the repairman has to 
take apart and re-key an old 
cylinder and furnish four key 
blanks at 20 cents. The job prob- 
ably will 
from the time the repairman left 
the shop to the time he returns 
The bill amounts to $4.70 

In another job, where the front 


repair a 


take about 30 minutes 


door cylinder had to be changed 


and four keys furnished, taking 
about 15 minutes, the cost also 
was $4 70 

There is a minimum service 


charge of $3 for any 


outside job 
If a service man is called out to 


repair a doorbell, and additional 


“OUTHERN 


Complete 
repair work have result- 
ed in a $4,000 monthly 
service 
Washington, D. C. store 


VOLUME 


BUSINESS 


ON 
REPAIR 


SERVICES 


facilities fer 


volume for this 


obs are furnished his ar- 
rival, such as fixing the window 
fastener, repairing the cup strain- 
ers in the kitchen sink, repairing 
the toilet seat, etc., additional 
charges are made for any ma- 
terials used and for whatever time 
consumed 


upon 


was additionally 
Lock sales are stimulated by the 
home repair service. If immediate 
service on installation could not be 
offered, such sales would be difti- 
cult to make, Hart pointed out 
Appliance repair is chiefly a 


customer accommodation § service 


rather than a profitable under- 
taking. Taking the whole item into 
consideration, a repair charge ol 
$6 cannot be made on a $5 item 
Rewiring is profitable, howe 

On any appliance sold by Meene- 
han’s minor repairs are made re- 
gardless of guarantee. If Meene- 
han’s cannot repair it, they will 
return it to the factory. A two-day 
service is promised on repairs and 


where neces 
There is 
home repail 


sary, one day 
a profitable sideline t 
on appliances. A re- 


conditioned trade-in, on whic 


money allowance has been made 
may be resold. For example, a 
vacuum cleaner traded in recently 
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on vhich there was a $5 allow- 
anc Was reconditioned at a cost 
of £4, and resold for $15. 

Class service is highly reward- 
ing. Hart affirmed. Meenehan’s 
rep aces window and door glass up 
to 6” x 48”, and broken glass for 
tables, desk tops and mirrors. 
Charges per job depend on the 
amcunt of labor involved and the 
time consumed. An emergency 
call to replace a broken window 
pane on a cold morning at an ad- 
dress not easily reached and where 
pulling sashes may take 45 minutes 
may bring $4.50. However, on an 
average small glass job that usual- 
ly takes only 15 minutes there 
would be a charge of $3 plus the 
cost of the material. 

A door mirror purchased and 
installed by Meenehan’s recently 
brought $31. That covered a $21 
mirror and labor for installation. 

Meenehan’s furnishes complete 
servicing on rented or purchased 
outboard motors. On this there is 
a profit realized on labor plus 
profit on the sale of parts. 

A fire extinguisher service also 
is offered by Meenehan’s in which 
tubes are refilled with any type 
required: soda and acid, foam or 
pyrene. 

All repair jobs on doorchecks are 
sublet. Hart explains there can be 
a lot of labor lost on doorchecks 
since their repair can be a “hit or 
miss” affair. So all doorcheck re- 
pairs are farmed out at a profit 
and their repair guaranteed for a 
year. 

Meenehan’s have a similar ar- 
rangement with a radio shop and 
with another shop for glass and 
mirror work. A repairman makes 
a pattern of the glass top to be 
replaced and the job is turned over 
to a glass shop. On arrangements 
of this kind there is a 30 - 80% 
profit. 

The servicing of lawn mowers is 
another extremely profitable fea- 
ture of the repair department. 
Hart indicated that the simplified 
instructions on the new type 
sharpening machines make opera- 
tion easy to anyone adept at 
handling tools. Without training 
one can become a_ proficient 
sharpener within a very short 
time, he asserted, and make his 
yield very much worthwhile. On 
the new type sharpener three 
hand lawn mowers could be 
handled in one hour and at the 
rate of $3 an hour, it is apparent 
how profitable this business is. 


~ 


(Continued on page 44) 


In the electric ap- 
pliance repair de- 
partment, a repair- 
man tests the wir- 
ing on a hotplate. 
An electric perco- 
lator and _ clock 
await repair. Meen- 
ehan’s repair de- 
partment is staffed 
by four full-time 
employees who can 
handle any type of 
work not requiring 
a licensed electri- 
cian or plumber. 
Two service trucks 
are available for 


answering outside 
calls for repairs. 
Minimum charge 


for an outside re- 
pair job is $3.00 


Here, an employee 
uses a special 
sharpening machine 
on a hand-operated 
lawn mower. 
Through use of such 
special machines 
the company has 
been able to handle 
a large volume of 


repair work thus 
putting service 
work on an un- 
usually profitable 
basis. Carrying a 
$12,000 inventory of 
parts, the depart- 
ment is well 


equipped to answer 
nearly any requesi 
for service that a 
home-owner might 
make. All work is 
guaranteed, a neces- 
sity in gaining cus- 
tomer confidence, 
company officials 
pointed out 
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Right, the Jarman company 
uses pick-up truck to make fast 
deliveries of items for which 
contractors have immediate 
need. To win this business, the 
company sends out promotional 
letters as soon as it learns to 
which contractor a job has 
been let 


tractor who has been awarded 
a contracting job in your com- 
munity is a man in need of a 
friend. He comes to your town as 
a stranger. He wants comfortable 
living quarters and a place where 
he can get good meals. He needs 
storage space and labor. And he 
needs hardware. The first dealer 
who extends a friendly hand to 
the out-of-town contractor stands 
the best chance of getting his ac- 
count. 

R. E. Jarman and Sons, a long- 
established hardware company of 
Baxley, Ga., goes into action be- 
fore the contractor’s superintend- 
ent comes to town and flounders 
about trying to get his work 
started. Oliver Rogers, the store 
manager, breaks the ice by intro- 
ducing his store in a letter which 
the contractor receives long before 
the superintendent has packed his 
grip. 

Rogers, young but business wise, 
first finds out to which contractor 
a job has been let. He then writes 
the company a letter, simple and 
to the point. He offers various 
services and accommodations, lists 
some of the brands of builders 
hardware he handles and invites 
the contractor’s business. 

Manager Rogers reports that al- 
though these letters are seldom 
answered, this does not mean that 
the dealer’s efforts have been 
wasted. 

“Many contractors,” says Rogers, 
“hold these letters in their file on 
the job, when the superin- 
tendent arrives in town our letter 
already has started to work for 
us.” More often than not the 
superintendent just pops up in the 
Jarman store and introduces him- 
self. 


‘¢ out-of-town building con- 


so 
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Services that Win the 
CONTRACTOR'S 
BUSINESS 


By Sam Carson 


This simple, but effective, pro- 
motion obtains thousands of dol- 
lars of additional business at a 
negligible cost to the store. One 
account which Rogers had solicited 
in this manner boosted the store’s 
sales by nearly $1000 in one recent 
week. “And we still are enjoying 
business from old customers who 
were first contacted in this way,” 
says Rogers. “Hardly a week 
passes in which we do not get 
orders or inquiries from these old 
customers operating in nearby 
counties.” 

The Jarman company has never 
had any trouble collecting from 
the out-of-town contractors. Rog- 
ers points out that these contrac- 
tors are usually bonded, the 
dealer is fairly safe in soliciting 
this business 

Rogers’ letter to the contractor 
usually contains two tempting 
suggestions: he offers to find liv- 
ing quarters for the superintendent 
and other members of the outfit, 


so 


SOUTHERN 


and 
pany’s 


he places the Jarman com- 
13,000-odd square feet of 
storage floor space at the con- 
tractor’s disposal. Rogers finds 
this storage service a very attrac- 
tive inducement. The contracto! 
thus has someone to look after any 
materials or equipment he may 
want to send on to the city in ad- 
vance of the superintendent’s ar- 
rival. Every contractor to whom 
this offer of free storage has been 
extended has responded apprecia- 
tively. 

The southeast 
carries a fairly 
building materials. 
tractor coming to 
this merchandise from 
store, rather than from 
sources; thus he does not have to 
go to the expense of building 
storage facilities to protect 
shipped-in materials. “When a job 
calls for a large amount of cement 
not to be used at one time,” Rogers 
explains, “it is not difficult to con- 


Georgia deale! 
large stock of 
Many a con- 
Baxley buys 
the local 
outside 


HARDWARE for SEPTEMBER, !950 





XUM 





~~ = os Gets 


an 
let 
be 
Ro 


ter 





Sol 


Co 








vince the superintendent on the 
job that it will be more eco- 
nomical and just as convenient for 
him to buy from our stock as he 
neecs it. 

“As a general rule,” continued 
Rogers, “the contractor can buy 
heavy materials as cheap as the 
hardware dealer. So unless you 
can offer him some service that 
will save him money, such as 
storage and delivery, chances are 
you won’t sell him these items 
Then, when you have the con- 
tractor’s business on this heavy, 
short-profit merchandise, you 
have got it for the long profit, 
shelf hardware, too!” 


“Housekeeping” Needs 


On every job, says Rogers, the 
first things the superintendent 
wants before he gets down to seri- 
ous building are “housekeeping” 
articles. In order to set up shop 
he needs shovels, masons lines, a 
water keg, a broom, buckets, dip- 
pers, padlocks, hinges, nails, and 


a few electrical items for pre- 
liminary wiring, among other 
items. After the initial order, 


items needed will vary according 
to the type of job. 

Once Rogers gets the account of 
an outside contractor, he doesn’t 
let it slip through his fingers. The 
best way to keep the account, says 
Rogers, is to keep the superin- 
tendent happy. As soon as he ar- 


rives in town, Rogers is ready 
with a list of available labor. One 
superintendent needed more help 
when he began excavating. Rogers 
came to his rescue with a truck 
driver and four laborers. There 
are no employment agencies in 
Baxley, so the superintendent was 


grateful for this quick labor 
brokering. 
Another way to keep a con- 


tractor’s business, says Rogers, is 
to have the items he needs in suf- 
ficient quantities, and be able to 
deliver them within a few minutes 
to an hour’s notice. Rogers knows 
that the contracting company 
would rather keep its hardware 
account in one place, so he neve! 
hesitates to send out to another 
store for items he does not have 
in stock. He has a working agree- 
ment with other stores in town 
whereby each store provides the 
other with items below list price 
Rogers says that although the 
store may lose money on an item 
by making a special trip to deliver 
the single article to the building 
site, it keeps the good will of the 
superintendent. 

Rogers pays the superintendent 
a friendly visit on the job every 
few days. These calls often pro- 
duce additional orders for im- 
mediate delivery, and Rogers 
usually asks about the job’s future 
needs. One such visit made by 
Rogers this summer is a typical 
Jarman sales story. 


“I climbed into the pickup,” re- 
lates Rogers, “and drove out to the 
building site of the new county 
hospital. The superintendent and 
I talked about this and that, and 
pretty soon the conversation got 
around to flue construction. He 
got out his blue prints and specifi- 
cations, and I found that the job 
called for a flue liner of a size the 
store did not carry in stock, and 
also more fire brick than we 
ordinarily have on hand. I ex- 
plained this problem to the super- 
intendent and he gave me the 
order on the spot so that I could 
get the flue liner and brick on the 
job site in advance of his needs.” 


Service Formula 


Here, in summary, is Oliver 
Rogers’ formula for getting and 
keeping the business of the out-of- 
town contractcr: 

1. Find out from your Chamber 


of Commerce or other sources 
what local construction is being 
planned. 


2. Write without delay to the 
contractor whose bid is finally ac- 
cepted, outlining the services you 
can offer him. 

3. When the superintendent on 
the job arrives, give him every 
reasonable assistance. 

4. Keep the superintendent out 
of your competitors’ stores by 
filling his every need on time. 





Window Display Depicts “Pushbutton 











Warfare~ 


| RAILEY . MILAM, 
| INC., hardware 
wholesalers in Mi- 
ami, Florida, used 
this window display 
to keep Miamians 
abreast of events in 
the Korean war. 
Large maps illus- 
trate the geograph- 
ical similarity of 
south Korea and 
south Florida. The 


battleground was 
illustrated with 
pins which were 


changed daily. R. L. 
Gatliff, display man- 
ager for the com- 
pany, reported 
much interest was 
shown in the posi- 
tion of the strategic 
port of Pusan as it 
compared to the 
position of Miami in 
the southern tip of 
Florida. 
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Identifying All Lures 
Inereases Sales 100% 


ALES of plugs and lures at Van- 

Kleek Company, h 
dealership in Panama City, Flori- 
da, have been increased 100% by 
displaying both the sample and a 
name identification which can be 
easily read beneath. 

“Many dealers lose sight of the 
fact that there are very few cus- 
tomers who actually know the 
names of more than 3 or 4 types of 
plugs or lures,”’ A. M. Smith, head 
of the store pointed out, “and 
usually leave it up to the fisher- 
man to make a selection from sight 
alone. We, on the other hand, feel 
that the ardent fisherman, who 
has discussed the pros and cons of 
various plugs with his colleagues 
in the sport, is far more apt to ex- 
periment with them if we correct- 
ly identify each by name.” 

The Panama City store utilizes 
a silver panel to display its plug 
and lure stock. The panel contains 
80 plugs, 2 rows high, with 40 
plugs to a row. Each plug is iden- 
tified by a small sign painted in 
white on a black background. 

The extra amount of labor re- 
quired to provide the small signs 
for each of the items displayed has 
been well worth-while, according 
to Smith. “When we identified 
one popular model by name, we 
immediately sold several of them 
to customers who were unaware 
of the fact that we carried them 
in stock,” he pointed out. “Like- 
wise, many customers unable to 


ire 


44 


remember the name of a particular 
lure or plug recommended by a 
friend, merely search through the 
titles until they come to the prope 
one. The immediate doubling of 
our sales volume proves that this 
type of identification means far 
more to customers than merely 
displaying the items by them- 
selves and more customers are 
brought into the department in 
search for a specific plug.” 





Poultry Supplies 
(Continued from page 36) 


electric water pumps, Goodman 
keeps a supply of pipe and pipe 
fittings in stock and sells farmers 
on the idea of having clean, fresh, 
running water available for their 
poultry. “We sell a carload of pipe 
every 60 to 90 days,” he said. Of 
course, this amount of pipe is not 
sold to farmers for poultry use 
exclusively. “But by having it. we 
round out our poultry supply de- 
partment,” Goodman said. 

One section of Central Texas 
Hardware Store is devoted to the 
exclusive display of poultry sup- 
plies. “Having your store section- 
alized is just sound merchandis- 
ing,” he said. “You can’t sell a man 





what he doesn’t want; but a re- 
minder is never amiss—and of- 
fends no one.” 

Small allied lines, displayed 


where they cannot be overlooked, 


SOUTHERN 


account for 25 percent of 
store’s gross sales, in addition to 
aiding the promotion of the sto 
poultry supply line. 


Quality Merchandise 


Quality merchandise is anot 
“must” for the poultry farmer, 
Goodman said. “When farmers 
look at pictures of poultry supplies 
in magazines and make up their 
minds that they need such equip- 
ment, they don’t want a substitute 
or something similar to what they 
have noticed. They want mer- 
chandise whose trade-name they 
can recognize. Hence, nationally 
advertised lines are essential.” 

Farmers around Bryan, Texas, 
know that Central Texas Hard- 
ware Store has the quality and 
varied line of poultry supplies they 
need. And while they make pur- 
chases of poultry supplies, their 
farmwives spend egg money for 
housewares, giftwares, and small 
electrical appliances. 


Repair Services 
(Continued from page 41) 


This new type machine requires 
an investment of about $300, and 
as a beginning a parts inventory 
of $50 would be sufficient. Meene- 
han’s carries a $600 parts inven- 
tory for these units. 

Since servicing lawn mowers is 
a seasonal business, Meenehan’s 
sends out blotters advertising the 
service in January and results be- 
gin showing in March and 
tinue through the summer. During 
March, April and May they aver- 
age 30 mowers a week; from June 
to October about 10 mowers a 
week. 

An increasing number of powe! 
mowers are being bought and 
their servicing is as profitable as 
the hand-type. The same sharpen- 
ing machine is used, but more 
knowledge is required to sharpen 
and set a power mower. On these 
the company charges at the rat 
$6.50 an hour. 


con- 


Meenehan’s takes pride and 
satisfaction in their repair work 
and will not undertake any job 
they cannot complete  success- 


fully. Nor will they take on a job 
and “short-time” it to meet some- 
one else’s price. They guarantee 
their work unconditionally. Where 
a repair job has given difficulty. 
Meenehan’s will return as often as 
necessary to correct their work at 
no charge. 
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..:the Complete Chain Line 
--»-KNOWN FOR ITS QUALITY 


YOU CAN IDENTIFY CHAIN by pattern, size, material and finish. But the only 


way you can be sure of the quality of chain is to know who makes it. 


Shown here are a few of the more popular AMERICAN CHAIN patterns 
of welded and weldless chain. Every one is a good, strong, dependable, 
high quality chain. Nothing will ever lower the quality of AMERICAN 


chain, fittings, attachments, assemblies, repair links, cotter pins. 


Sell AMERICAN—the Complete Chain Line 


¢o York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. an, 








In Business for Your Safety 
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.-. for long-time, accurate performance 


on a wide variety of work 


Every time you sell a GREENLEE Chisel or 
Gouge you sell top performance . . . for a long, 
long time. Blades are of special-analysis, high- 
grade steel . . . for uniform toughness and 

long-lasting, fine-cutting edges. Each tool is 
expertly formed and heat-treated, highly- 
polished, perfectly balanced. In short— 
whenever you sell a GREENLEE you 

sell a tool of highest quality. 


Vitis 


AHISELS AND GOUGES 


TOOLS FOR CRAFTSMEN 


GREENLEE! 


STOCKED BY LEADING WHOLESALERS 


FAST SELLERS IN THE GREENLEE HIGH-QUALITY LINE 


Auger Bits ¢ Expansive Bits e Socket Butt Chisels e Socket Firmer Chisels ¢ Car Bits e Razor Blade 
Draw Knives e Automatic Push Drills e Spiral Screw Drivers e Bit Extensions ¢ Bell Hangers’ Drills « 
Turning Tools * For complete information on these and other fine GREENLEE Tools, write today to 
Greenlee Tool Co., Division of Greenlee Bros. & Co., 1829 Herbert Avenue, Rockford, Illinois, U.S.A. 








Housewares Volume 


(Continued from page 35) 


this stock was sold. The eve- 
catching appeal of the shining ew 
colors stimulated sales when hoine- 
makers came into the store for 
other purchases. Sales volumc in 
these newly expanded lines now 
averages approximately $200 a 
month. 

“Fortunately, we are located in 
an area of homeowners and this 
class of trade wants a better 
quality of merchandise and _ is 
willing to pay for it,” Woodruff 
said, adding that the Bethesda 
Paint & Hardware Company was 
the only shop in the suburban 
locality carrying these particular 
lines. ‘‘Women could get this mer- 
chandise in town, but since the 
prices are standard, there would 
be no particular advantage in 
that.” 

The newly-expanded lines were 
promoted first by mail. From a 
mailing list of approximately 1,000 
names, 100 envelopes go out 
monthly with stuffers of factory 
literature on the new housewares. 
By subscribing to “Welcome 
Wagon,” the company was able to 
reach all newcomers to the area, 
and new residents were induced to 
visit the store by offering them a 
gift can of floor wax, etc., upon 
their presenting a Welcome Wagon 
card at the store. 


Appeal to Homemakers 


The largest sales of housewares 
are derived from homemakers who 
are furnishing new kitchens. 
Though the $40 complete sets are 
not a seasonal item, suggesting it 
to customers for wedding gifts has 
met ready response. 

However, the eye appeal of the 
lines affords a _ steady sale of 
single items such as flour bins, 
bread boxes, cake covers, paper 
towel racks, utility receptacles 
and waste basekts. 

The appeal is not only to the 
eye, Woodruff noted, for they are 
of heavy-gauge metal, with 
baked-on enamel finish. The same 
is true of bathrooms ware, as well 
as kitchen items. The black, yellow 
and red drain racks, sink stoppers, 
mats, and soap dishes has a sturdy 
feel of quality merchandise upon 
inspection. 

With a 40 percent mark-up on 
housewares, Woodruff is gratified 
with the changes undertaken and 
he increased sales volume re- 
‘ulting 
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Power Mower Program for 1951 


Jacobsen continues to set the pace in 1951 with a mower for 
every grass-cutting purpose ... a size for every lawn. 


=n, 
for Fast, Open Cutting 


for Landscaped Lawns 


= 






















Noted for rugged stamina and 
easy handling on lawns of 
all sizes. Three models: 
cutting widths 
from 21 to 26 
inches (includ- 
ing riding type). 


Reel type mowers with rear drive 
for close trimming and superb 
smoothness of cut. 
Three sizes: 21, 24, 
and 30-inch cutting 
widths (including 
riding type). 


POWER UNIT WITH LEAF MILL, 
SICKLE MOWER, LAWN MOWER 
. 


X 


ROTARY DISC MOWERS 


the Combined Purpose Machines 


Right now is the time to stock up 
with the Model A 20-inch Leaf Mill— 
for immediate delivery and Fall sales 
volume. It is the modern, econom- 
ical way to dispose of leaves 
quickly, easily, without 
raking, hauling or burning. 
36-inch Sickle Mower 
and 20-inch Reel 
Type Mower attach- 
ments also avail- 

able with Model A. 















Ideal town and country mowers 

because of their ability to cut all 
growths quickly, cleanly. Seven 
models: cutting widths from 
18 to 62 inches (in- 
cluding riding 
type). 











Write for full details on the new Jacobsen- 
Worthington sales program — planned 
for your maximum profits — with the most 


complete line in the industry. MANUFACTURING COMPAN 
RACINE, WISCONSIN : 





<-e 
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GOOD REASONS WHY 
YOU SHOULD FEATURE 
GOLD MEDAL SEINE TWINE 
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Gly Med SEINE TWINE 


THE LINEN THREAD CO., INC. 
(Successors to American Net and Twine Company) 
418 GRAND STREET, PATERSON 1, N. J. 










Pet Department 
(Continued from page 39) 


To keep the store from g: tting 
any unpleasant odors that may 
offend customers, Miller decided 
to handle only the pets that are 
cared for easily and which have 
no unpleasant odors. His entire 
stock consists of canary and love 
birds, gold and tropical fish, and 
small turtles and alligators. 

“We specialize in tropical fish, 
and to assure our customers of 
getting them in good condition 
we have them brought in by air 
express,’ Miller said. “We run a 
large ad in the newspapers each 
time we receive a shipment, and 
it is surprising to learn the num- 
ber of people who drop in to see 
them. Most of these customers 
buy something while in the store 
And one customer purchased over 
$200 worth of pet fish in the past 
two months. 

“We have experimented with a 
plan that works well in selling 
both canaries and love birds. We 
sell them on a dollar-down-and- 
dollar-a-week basis, and we sell 
an average of 16 a day when we 
receive a shipment.” 

The pet department occupies a 
space of about 10 x 15 feet, with 
displays located around the walls 
and on one island display. The 
fish tank, containing both the gold 
and tropical fish, is displayed with 
a window background to give cus- 
tomers a good view of the fish as 
they swim. 

“As for pet supplies, such as dog 
harnesses, collars, blankets, etc., 
we try to carry only the lines that 
are in constant demand and in 
which there is a good turnover, 
Miller pointed out. “For instance, 
most hardware dealers know there 
is a good turnover on gold fish 
and a good profit for the space 
required. 

“We placed the department 
near the rear of the store, so that 
those who come in to buy or just 
to look over the stock must walk 
through the other departments 
We keep our other departments in 
neat order, so that these custom- 
ers will pause and extend thell 
purchases to other lines. 

“We are more than well please¢ 
with the success of our pet de 
partment and the big part it has 
played in attracting customers t0 
the store,” Miller concluded. “We 
have realized also its value in 
helping us build the store’s volume 
from $10,000 to $250,000 since 
1932.” 
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These unique tools were 
developed in accordance 
with the advice and sug- 
gestions of many expert 
gardeners, who required something better 
than the average in garden hoes and 
mattocks, ; 





They ore sufficiently light to prevent fa- 

tigue, while retaining the superior hang, 

balance, rigidity and freedom from torque and bounce, which 
only forged tools can provide. 

The attractively finished heads are packed for shipment in strong 
cartons, one dozen to the carton. 

Nos, DB, BP, and GH are furnished with polished 4 ft. and 4-1/2 ft. ash handles. 
Nos. LC and AE are furnished with 36 inch long hickory handles finished in ivory 
enamel. 


WARWOOD TOOL COMPANY 
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WHEELING, WEST VIRGINIA 
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Here’s what we mean by 


WUIULSE CUVING / 


That’s a pretty fancy phrase—‘Impulse Buying”. But 
that’s just what happened to Horace. He went into the 
hardware store for a couple of stove bolts and came 
out with an armful of miscellany. 

And even though Mama may not agree—the same 
thing happens to her... in fact to most everybody. 
Yes, bolts and nuts are important traffic and sales 
builders. They bring buyers to your store and expose 
them to hundreds of other items you sell. 

That’s another reason why Lamson & Sessions have al- 
ways urged hardware retailers to carry a complete 
stock of bolts, nuts and screws. 


Makes sense, doesn’t it? 


THE LAMSON & SESSIONS COMPANY 
General Office: 1971 West 85th Street, Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio « Chicago * Birmingham 


LAMSON & SESSIONS 


(HARDWARE SALES HELPS, 
that, Point tor Profite 








Fishing Specialists 
(Continued from page 34 


the friendships of the city’s most 
fervent fishermen.” 

Owners of this store believe 
that dealers in small cities such as 
Fort Lauderdale must find some 
means of competing successfully 
with the large, and often more 
complete, chain stores. Helping in 
this is the close, personal interest 
which a specialized salesman can 
give to the store’s customers. 

Because of the expert advice 
and service at this store, its fish- 
ing tackle department has come to 
be a kind of fisherman’s head- 
quarters. As a symbol of this, a 
huge fish, caught by a firm mem. 
ber, is displayed in the window, 

Inside, a smaller fish is mounted 
over the display of rods and reels, 
serving to stimulate the kind of 
conversation that leads to sales. 

“By employing several fishing 
experts, it is not difficult to make 
a sale in this line,” Carr explains. 
“In selling fishing tackle, a sales- 
man who doesn’t know more about 
the merchandise than his customer 
is almost completely ineffective. 
In fact, we have learned that 
many fishing enthusiasts refuse to 
be served by an inexperienced 
salesman. To us, this means that 
sales would be lost if we did not 
have competent personnel in 
charge of this line. 

“Almost any kind of sale can be 
made by a salesman who is 
naturally enthusiastic about his 
own and everybody else’s fishing 
experiences. 

“Customers do not resent ad- 
vice, if thev know you are sincere 
in your interest in their favorite 
sport,” explained Carr. “Many 
times thev return and invite us 
to go on fishing trips. 

“Once an elderly lady came in 
for a reel and insisted that she 
needed a very small one for 
catching large fish. I would not 
argue with her. but I casually 
drew out my large reel from un- 
derneath the counter. When she 
saw that. she wanted to know if! 
caught any large ones. When I ex- 
plained that I had won a prize 
with this reel, she bought the 
larger one. Some days later she 
returned and thanked me for the 
advice. I’ve never forgotten that 
little sales talk. It showed me the 
importance of keeping well-in- 
formed, so that recommendations 
to customers would result in their 
satisfaction.” 
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Give your customers 
higher value, better performance, 
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ERE are the facts about Tenne- 
H seal and the reasons why your 
customers will find it the best roof- 
ing buy on the market. 

Tenneseal Roofing offers all the 
advantages of steel. It is strong 
enough on properly spaced purlins 
to bear a man’s weight without dam- 
age, and can be applied to nailing 
strips, thus cutting the time and cost 
of building a solid deck. Tenneseal 
resists bending under the pressure of 
high winds, yet it is light enough to 
be handled by ordinary farm labor. 
It does not expand and contract as 
much as other metal roofing, and 
so has less tendency to enlarge nail 
2 ¥.Brataprevects holes and permit leaks at these 
“fain being drawn points. Being steel, Tenneseal gives 
gates siee tse, oe secure protection from fire and, when 
at the eaves. properly grounded, from lightning. 

Price-wise, Tenneseal has much to 

offer—especially over certain other 

types of metal roofing—for it actually 
costs no more per square, installed, 


TENNESSEE COAL, 


Leakproof 
Features 








4 

/ Triple Crés 
“Crimp prevents 
rain being drawn 
under end laps. 


_ 
Pressure Lip as- 
sures pressure con- 
tact between sheets 
and prevents rain 
being blown under 
end laps, 











Curve 
eeps roofing sheets 
flat on deck. 


*> Tension 





greater security with 


IRON & 


Tonneseal 


V-DRAIN 


than corrugated steel sheets. 

Besides offering your customers 
all the benefits of steel, Tenneseal 
gives unrivaled protection from rain, 
Tenneseal’s four leakproof features 
shown at the left distinguish Tenn- 
eseal V-Drain Roofing from Corru- 
gated Steel Sheets and ordinary 5 
V-Crimp Roofing. And heavy gal- 
vanizing adds extra years of service 
to Tenneseal’s long life expectancy. 
Many farmers report that Tenneseal 
Roofing is still in good condition 
after many years of service. 

The great demand for Tenneseal 
V-Drain Steel Roofing, and for U-S‘S 
American Fence, too, is a sure indica- 
tion that these two quality products 
will continue to be a profitable source 
of income for the U-S°S Dealer. Keep 
in touch with your supplier so that 
you will get the Tenneseal V-Drain 
Roofing and the American Fence 
you want at the earliest possible 
moment. 


RAILROAD COMPANY 


GENERAL OFFICES: BIRMINGHAM, ALABAMA 


DISTRICT OFFICES: BIRMINGHAM - CHARLOTTE - 
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HOUSTON - 


JACKSONVILLE - MEMPHIS - NEW ORLEANS - TULSA 


TENNESEAL V-DRAIN ROOFING 
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Centrols Probable As 
Inflation Builds Up. . 


ESPITE the most fervent hopes 
D: the national administration, 
inflation is building up faster than 
had been anticipated. 

The housewife feels this in her 
daily shopping and buyers of many 
hard lines have come face to face 
with recent price increases. 
Though panic buying has eased 
off somewhat from the initial rush 
for appliances, automobiles and 
some other durable goods, the 
pressure of demand is keeping 
prices in an upward trend. Gen- 
erally, the nation’s consumers are 
n a determined rush to convert 
collars into goods. 

As more industries are con- 
verted to war work with the in- 
evitable shortages in some lines, 
prices seem likely to continue 
their upward climb. In the face of 
this, some observers foresee price 
controls as a certain necessity by 
1951. 

Meanwhile, the nation’s job 
seemed to be that of finding addi- 
tional labor to handle the vast pro- 
duction job that will be required. 
Aside from manpower, the na- 
tion’s productivity is at near ca- 
pacity. While some expansion may 
be immediately possible, the long- 
range outioc: is for a gradual re- 
duction in consumer goods as 
the supply of military orders in- 
creases. 

With steel mills currently op- 
erating at almost 100 percent of 
capacity, the allocation of steel 
and some other metals seems to be 
a virtual certainty if war spreads. 





Southeast Registers 
New Sales Record. . 


URING the past 20 years retail 
Dane wholesale buying in the 
Southeast has shown a greater 
percentage increase than in any 
other section of the country. This 
has been revealed through an 
analysis of preliminary Census of 
Business reports issued by the 


52 


‘ 
a 
. 
Bureau of the Census. 


The analysis showed that be- 
tween 1929 and 1948, sales in the 
retail trade market in the South- 
east rose 235 percent or 17 percent 
more than in the west, which had 
the next highest gain, and 240 
percent in wholesale trade, 36 per- 
cent more than the west. 

Total retail sales in the South- 
east in 1948 approximated $2i,- 
066.9 million compared with $6,- 
275.8 million in 1929. Wholesale 
sales amounted to about $23,749.1 
million in 1948 and $6,982.3 mil- 
lion in 1929. 

The increase in the Southeast in 
both retail and wholesale sales 
wes well above the national aver- 
age of 170 and 176 percent re- 
spectively. 


Farm Prices Received 
Show Imerease...... 


FTER a period of declining in- 
A come, the farmer too was af- 
fected by events in Korea. Accord- 
ing to a recent release from the 
Department of Agriculture, ““gen- 
erally higher prices for most agri- 
cultural commodities resulted in 
the sharpest monthly increase in 
the Index of Prices Received by 
Farmers since March 1947. At 263 


"1 © 
tar 


percent of its 1910-14 average, this 
index is at the highest level in 18 
months, 6% percent above a 
month ago and 6.9 percent above 
a year ago.” 

The Parity Index (Prices Paid, 
I:terest, Taxes, and Farm Wage 
Rates) rose 1 point and is now 256 
percent of the 1910-14 average. 

As a result of the sharp increase 
in prices received by farmers and 
a small rise in prices paid, the 
Parity ratio increased 6 points in 
the past month and is now 103. 
about 5 points above a year ago. 


Wholesale Sales in 
Sharp Increase .. 


WHERE was no doubt as to how 
‘ retail dealers were reacting to 
the international situation. Their 
orders for merchandise were push- 
ing wholesale sales sharply up- 
ward. Latest figures released by 
the Department of Commerce 
show that wholesale sales _ in- 
creased 11 percent over June of 
the preceeding year and were 4 
percent above May, 1950. 

In contrast to the national aver- 
age, wholesale hardware 
jumped up 19 percent over the 
same month of a year ago and 
were 5 percent above May. 


sales 











change 6 mos. % change 
in sales 1950 in inventories Stock-Sales 
Geographic June 1950 from June 1950 Ratio 
Division from from 
June May 6 mos. June May June June May 
1949 1950 1949 1949 1950 50 49 50 
U. S. Total 
Sales +11 +4 +3 +4 0 150 160 155 
Hardware: 
South 
Atlantic +22 —3 +2 —! —5 205 250 200 
East South 
Central +26 —5 +5 +12 +1 190 130! 169 
West South | | 
Central +8 +4 +6 +6 —2 233 | 235 | 234 




















Wholesale Hardware Sales and Inventories 
(From U. S. Dept. of Commerce Monthly Report) 
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of short supply 0 Owe for information 


“The MOTO-MOWER Gomsany DETROIT 1, MICH. 


National Hardware Show 
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F. L. Hall to Represent 
Reo Mowers in South . 


Fred L. Hall 
the new southern 
the Lawn Mower 
Motors, Inc. 


has been appointed 
representative for 
Division, Reo 


F. L. Hall 


Formerly vice president in charge 
of sales for Kiekhaefer Corp., Fond 
du lac, Wis., Mercury outboard motor 
manufacturers, Mr. Hall will be in 
complete charge of lawn mower sales 
and service from Florida, North and 
South Carolina, west to Arkansas 
and Louisiana. 





Frank A. Bond, McKay 
Executive, Passes .. . 


Frank A. Bond, vice president and 
secretary of The McKay Company, 
chain manufacturers, died of a heart 
attack July 3, at his summer home 
in Erie, Penn. Mr. Bond, 67, was a 
native of Pittsburgh. 

Prominent in the 
for many years, Mr. Bond became 
associated with the Standard Chain 
Co. in 1905 and later, during World 
War I, organized and formed the 
National Chain Co. of Marietta, Ohio 
He joined The McKay Co. in 1919, 
where he held the position of execu- 
tive vice president and secretary. 

Mr. Bond was active in the Amer- 
ican Institute of Mining and Metal- 
lurgical Engineers; American Weld- 
ing Society; American Society for 
Testing Materials; American Society 
for Metals; Society of Automotive 
Engineers; American Supply and 


chain industry 


54 


Manufacturers Associa- 
Hardware Manufac- 
The National 

Association, 
Hard- 


Machinery 
tion; American 
turers Association; 
Wholesale Hardware 
and the Southern Wholesale 
ware Association 

He is survived by his wife, a son, 
a daughter, and three grandchildren. 


Jack Eley Promoted to New 
Keystone Managerial Post 


The promotion of Jack Eley to 
merchant sales representative of the 
Keystone Steel & Wire Company in 
Alabama has been announced by W. 
H. Gardner, general sales manager. 


Jack Eley 


Effective immediately he succeeds 
his brother, Jim, who has been trans- 
ferred to Keystone’s Texas territory. 


Altemeier to Manage 
Nesco Housewares. . 


The appointment of E. P. Altemeier 
to the newly-created post of general 
manager of the housewares division 
of Nesco, Inc., has been announced 
by William P. Howlett, executive 
vice president. 


E. R. Altemeier 


Mr. Altemeier, who has spent 41 
years with Nesco, served as a sales- 
man in Wisconsin, Minnesota and 
Iowa for Nescc products before be- 
ing named sales promotion manager 
in 1928. He was appointed assistant 
sales manager in 1932 and became 
sales manager of the Nesco house- 
wares division in 1938, which posi- 
tion he has held until his present ap- 
pointment. 


Fisauing 7 ~ 
OME TTS Py 
a 
’ 


HORROCKS a3 | 
BBOTSON (0. 


7 © ee hey fete eth te ee 


Ed Dauphin, who covers Southern Texas, Southern Illinois, Arkansas, 

and Mississippi, and a small part of Western Tennessee for the Hor- 

rocks-Ibbotson Company line, stands beside one of the latest station 

wagons and trailers being used by Horrocks-Ibbotson salesmen. Mr. 

Dauphin credits the trailer with making possible a close coverage 
of the large territory he handles 
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It's an old Patterson-Sargent custom to arm BPS 
Dealers everywhere with powerful, precisely- 
Tit -teMe laclulelilelir Mille ME Ti-) om] oMel-Tuilelale mmol life) 
floor traffic and produce handsome paint profits. 

That's why made-with-oil BPS Flatlux is today 
America's fastest-selling flat wall paint... why 
dollar-wise paint merchants the country over are 
pinning their sales hopes on Patterson-Sargent 

Yes! There's big money in BPS Flatlux and a 
big demand that guarantees faster sales, con 
stant turnover. Write now to find out how you 
can make more with BPS...Best Paint Sold! 








Consistent, big-money business 
begins with BPS Identically 
Melia sl-te Mm @lel lola: . Flatlux for 
walls .. . Satin Lux and Glos-Lux 
for woodwork. Keys to the rich 
new, single-color decorating 
market, one sale gets you two 
.two gets you three with BPS 
Rel-talileeli hmeiateliaal-to mm Ge) ola e. 


THE PATTERSON-SARGENT COMPANY 
1325 East 38th Street 
Cleveland 14, Ohio 


Please send me full facts concerning Patterson-Sorgent Paints. 


Nome 


Address 


City 
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Clinton Hardware Cloth was the leader in the field when, 
in 1856, the first wire-weaving power looms were in- 
vented in our Clinton plant. And today Clinton Brand is 
still a leader in sales and tops in quality. 








Clinton Hardware Cloth is hot galvanized after weav- 
ing to insure greater strength at intersections. It is rust- 
resisting, uniform in mesh and width, unrolls flat, and is 
easy to handle. 








The wide field of use- 
fulness of Clinton Hard- 
ware Cloth will pay off in 
added sales, increased 
profits and satisfied cus- 
tomers. Order a supply 
from your jobber and 
give it a prominent spot 
in your store. 












Clinton Hardware 
Cloth is made in ac- 
cordance with U. S. 
Dept. of Commerce 
Standard CS 
132-46 and is fur- 
nished in widths of 
24", 30", 36" and 
48". Supplied in 
steel-banded rolls 
of 100 ft. Standard 
meshes— 2x2, 3x3, 


3 
{eT 


Other famous Wickwire Hardware Products include: Gold Strand Insect Wire 
Screening, Clinton Hex Mesh Nettings, Perfection Door Springs, Nails and Brads, 
Wissco Clothes Line. 

Hardware Cloth is manufactured and sold under the brand name of Calwico on the West Coast. 


WICKWIRE SPENCER STEEL 
AMERICAN WIRE FABRICS CORP. 


500 FIFTH AVENUE, NEW YORK 18, NEW YORK 
Boston + Buffalo + Chicago * Denver + Detroit + Ft. Worth + Philadelphia 
Pacific Coast Subsidiary—The California Wire Cloth Corporation, Oakland 6, Cal. 



































Lufkin Promotes Meibeyer 
To Vice Presidency ..... 


Edwin H. Meibeyer, for the past 
two years general sales manager, 
has been elevated to a vice presi- 
dency of the Lufkin Rule Co. 





E. H. Meibeyer 


Mr. Meibeyer has been associated 
with Lufkin Rule for 31 years, serv- 
ing as assistant sales manager of the 
Precision Tool Division between 1925 
and 1948, when he was appointed 
general sales manager to direct the 
scales activities of the combined Pre- 
cision Tool and Tape and Rule 
Divisions. 

Mr. Meibeyer will continue his 
duties as general sales manager of 
the company. 





Klein Named President 
of Mathias Klein & Sons 


At a recent meeting of the board 
of directors of Mathias Klein & Sons, 
Chicago, Ill, Mathias A. Klein, 
grandson of the founder, was elected 
president and treasurer. 

Mr. Klein succeeded to these of- 
fices after the recent death of his 
brother, Joseph A. Klein, Jr. 





4 


M. A. Klein 


The company was founded in 1855 
by Mathias Klein, who came to this 
country from Germany. Following 
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This Masterpiece, titled “The Calmady 


Children” painted by Sir Thomas Lawrence has 





had outstanding popular appeal for 

more than a century. Lawrence himself said ““This 
is my best picture. I have no hestitation in saying 
so — my best picture of the kind, quite — one 


of the few I should wish hereafter to be known 





by.” This is part of the collection of the 





Metropolitan Museum of Art. 


The Choice of those who appreciate the Best 


p ice 


is FAMOUS for PAINTING | 


This Masterpiece—is designed to produce extra fine | 


















finishes—for the painter with a varnishing or 
enameling job to do. The quality materials and out- 
standing craftsmanship of Baker's 
brushmakers in creating perfect 
cup-chiseled edges—combines to 


assure finishes that painters are, los. 
proud of—characteristic of re- | \ fi 





sults obtained through the use of 
any fine painter’s tool bearing 
the name Baker. 





Hudson Painting Company. Ine.. a fine and long established firm of 


painting contractors says: 


“On our painting jobs, such as painting the Peter Cooper and Stuyvesant 
Housing projects in New York City, we used brushes by Baker. We have 
found Lita fo give ws long durable service and help ws tn fcatnineg the 
outstanding results through which our reputation as leading paint con- 


tractors has grown. We think brushes by Baker are excellent.” 


FREE — A FULL-COLOR REPRODUCTION 
A full-color reproduction of the above famous painting can be secured by dealers writing 


SOUTHERN HARDWARE, or the Baker Brush Company, 83 Grand Street, New York 13, N. Y. 
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his death, he was succeeded as presi- 
dent by his son, Joseph A. Klein, and 
his grandson, Joseph A. Klein, Jr. 

It is the plan of the new president 
to continue the product and distribu- 
tion policies of the company that 
have characterized it in the past, The 
firm is a well-known manufacturer 
of tools and equipment for linemen, 
electricians and mechanics. 


Frizzell Promoted to 
Wickwire-Spencer Post 


Richard H. Frizzell was appointed 
sales manager of the Structural 
Products Department of the Wick- 


wire Spencer Steel Division of The 
Colorado Fuel and Iron Corp., ac- 
cording to an announcement by H. C. 
Allington, general manager of sales. 

In 1933, prior to the merger with 
The Colorado Fuel and Iron Corp., 
Mr. Frizzell joined the then Wick- 
wire Spencer Steel Co. He has served 
in various capacities in the sales de- 
partment and the mills of Wickwire 
since then, except for four years 
service in the U. S. Army Air Forces. 
Mr. Frizzell succeeds G. L. Craw- 
ford, who will devote his full efforts 
to that of sales manager of the divi- 
sion’s Buffalo sales district. Both Mr. 
Frizzell and Mr. Crawford will con- 
tinue to headquarter at the division’s 
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C J REYNOLDS 
President 





CARL REYNOLDS 
Sec -Treas 


GET ON DECK AND CATCH THOSE— 


PROFITABLE BARRACUDA SALES 


The “House of Barracuda" is now a beehive 
of activity inaugurating its new policy: Full 
concentration on the manufacture and sale of 
Barracuda Tackle with all dealers being sup- 
plied only through established jobbers selected 
to provide excellent service. 

Although Barracuda will discontinue selling to 
dealers direct, the Company will keep in close 
touch with its legion of dealer friends in de- 
veloping mew products and merchandising 
plans. The Company is exceedingly grateful for 
the cooperation of the many dealers who have 
made the rapid expansion of production pos- 
sible. Their requirements will always be para- 
makes further 


mount as the organization 


progress. 


WRITE YOUR JOBBER 


for details about this fast selling profitable line 
made by the largest manufacturer of fishing 
tackle in the South. 












REFLECTO spoons 
« 
BARRACUDA jig 
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DUDE 


OUTBOARD 


e 
FISHING ACCESSORIES 











FLORIDA FISHING TACKLE MANUFACTURING COMPANY, Inc. 


2100 FIRST AVENUE SOUTH 





ST. PETERSBURG, FLORIDA 








offices in the Wickwire Building, at 
361 Delaware Ave., Buffalo, N. Y. 





Phoenix Appoints Sandber; 
General Sales Manager... 


William R. Sandberg has been ap- 
pointed general sales manager 
Phoenix Manufacturing Co., Joliet 
Ill., and Catasauqua, Penn., accordin 
to an announcement by E. N. Gos 
selin, president. 





W. R. Sandberg 


Mr. Sandberg will supervise sales 
and sales promotion for all four of 
the company’s divisions—horse shoe, 
flange, forging and Moldit (rubber 
products). Each division will have its 
own sales manager, and Mr. Sand- 
berg will direct their work. He will 
divide his operations between Joliet 
and Catasauqua sales offices and 
plants. 





Buffalo Bolt Company 
Merges Affiliates ... 


R. B. Flershem, president of Buf- 
falo Bolt Co., has announced that the 
merger into Buffalo Bolt Co. of its 
operating affiliates, the S. M. Jones 
Co. of Toledo, Ohio, The Eclipse 
Lawn Mower Co. of Prophetstown, 
Ill., and Penberthy Injector Co. of 
Detroit, Mich., has been consum- 
mated. 

The name of the company has been 
changed from Buffalo Bolt Company 


to Buffalo-Eclipse Corp. These 
changes became effective July 31, 


1950. 

The operating units of the company 
will operate as divisions of Buffalo- 
Eclipse Corporation under their 
previous corporate titles, which have 
been familiar to the trade for many 


years. Officers of the new company 
will be: R. B. Flershem, president; 
C. L. Turner, vice president in 
charge of sales; and S. P. Cary, vice 


president in charge of manufacturing 

Officers of the four operating 
divisions are: Buffalo Bolt Company 
—R. B. Flershem, president; C. L 
Turner, vice president in charge of 
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DOUBLE SALES AND PROFITS 
HALF THE INVENTORY 


WITH “101 HANDY USES” 
NO OTHER PRODUCT HAS THE VOLUME 
AND PROFIT POSSIBILITIES 


“Pol-merik 


101 ASSORTMENT” 

















SUGGESTED 
PACKED IN ONE CARTON RETAIL 
Pints *Boiled 
1 DOZ. Meceed O8 4% 
Quarts *Boiled 
100z, | Gun 8% 








TOTAL RETAIL VALUE $16.56 
RETAILER cost *]]59 
RETAILER MARK-UP 43% ON COST 


*Boiled Oil is required for practically all the 
101 Handy Home Uses so only Boiled is in- 
cluded in this Assortment. 






336,000,000 consumer readers 
. «+ your customers . . . will read 
about Pol-mer-ik for better paint- 
ing, best furniture polish, protect- 


ASSOrTM ENT 


des ottractive 3 







di 
ing and polishing wood and metal splay with Simple instructs; color 
* surfaces, finishing and refinishing Up. Only 16-j Uctions for Setting it 
natural woods. No other prod- Usec"’ inch front. "101 H gi 
uct has such a wide variety of uses Ses booklet includ d andy Home 
ed, 





about the home, farm or office. 








ARCHER-DANIELS-MIDLAND CO. 

68. = Roanoke Building, Minneapolis, Minnesota i 

& Please send me additional information and name of closest | 

distributor of the profit-building Pol-mer-ik 101 Assortment l 

| 

Nome | 

100% PURE LINSEED O as | 
Address 

¢ PURE LINSEED OIL | 

ARCHER-DANIELS-MIDLAND COMPANY City State | 

MINNEAPOLIS 2, MINNESOTA We surchese our olf from ; 
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Take advantage of 1950’s great home-building program 
to sell more 


CYCLONE 


LAWN FENCE |. 


the 


this fall 1 


wo 
spt 


@ Thousands of new homes built during | Ide 


the spring and summer constitute a big me! 
market for Cyclone“Red Tag” Lawn Fence [hat 

. a market that will be active through- NE 
out the fall and even into the winter | 45 
months. you 

When these new homeowners come into } Pla! 
your store for supplies, suggest to them | cok 
the advantages of enclosing their property | ise 
with Cyclone Lawn Fence. A good fence } ther 


keeps small children and pets from stray- 
ing away . .. protects newly-started lawns 
and shrubbery . . . adds to the attractive- 
ness of any home. 

Show them a roll of Cyclone Woven 
Lawn Fence with its full-weight, galva- 
nized wire. Its curved picket tops are per- 
fectly even, with picket ends securely 
locked into the two top cables. Cyclone 
“Red Tag” Lawn Fence—in both the woven 
and welded types—is made to stay strong 
and straight . . . to retain its attractive 
appearance for years. 

Be sure your supply of Cyclone Lawn 
Fence—and Cyclone Gates, too—is ample 
for the entire fall and winter demand. And 
it’s none too early to make plans for the 

big spring months. Get in touch with your 
jobber now. 

The familiar Cyclone “Red Tag” label 
is your customers’ assurance of quality in 
fence and gates, as well as other hardware 





° e ° Displa 
products. Display it prominently and call | 45" pc' 
e . ° ee this 
attention to it In your advertising soe No 45 
’ - : di 

you'll find it one of your star salesmen. "eae 
that sto, 

» ™@ 


CYCLONE FENCE DIVISION 


(Americon Steel & Wire Company) 
WAUKEGAN, ILLINOIS - BRANCHES IN PRINCIPAL CITIES 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 










Lit 
‘Red Jag’ HARDWARE PRODUCTS) *°’ 


LAWN FENCE - GATES - HARDWARE CLOTH - INSECT WIRE SCREENING - CATCH-ALL BASKETS - FLEXIBLE STEEL MAIS { “YANKEe 


NOW Pp, 


me 
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‘YANKEE’ 
Push Drill No. 45 


Fast——that’s the way 
the NEW “Yankee” 
No. 45 Push Drill 
works. Designed to 
speed drilling in 
wood or plastics. 
Ideal tool for crafts- 
men, hobbyists and 
handymen. Order 
NEW “Yankee” No. 
45 Push Drills from 
your jobber .. . dis- 
play them in this 
colorful Merchan- 
diser ... then watch 
then MOVE FAST. 




























"YANKEE" 
No. 45 Push Drill 


Rugged, depend- 
able drill comes 
complete with mag- 
azine hondle and 


—/ eight drill points — 
4 1 16th to 11 64ths. 
A Improved chuck 
Ny locks drill points in 
T place. Flange on 
Ss handle makes handy 
thumb rest. 
/ 
Display three No. 


45 Push Drills in 
this eye-catching 
No. 45M Merchan- 
diser, It’s your on- 
the-spot salesman 
that stops customers 

- mokes soles. 


NORTH BROS. MFG. CO. 
Philadelphia 33, Pa. 


"YANKEE" TOOLS THE TOOL BOX 
NOW PART OF STANLEY OF THE WORLD 


Boe US Por OM, 











sales; S. P. Cary, vice president in 
charge of manufacturing. The S. M. 
Jones Co.: M. B. Jones, president; 
Lockett J. Pundt, general sales man- 
ager. The Eclipse Lawn Mower Co.: 


C. Neal Turner, president; A. E. 
Clausen, sales manager. Penberthy 
Injector Co.: C. B. Johnson, presi- 


dent; F. E. Ruebelmann, vice presi- 
dent in charge of sales. 





Gibson-Homans Forms 
Georgia Branch ..... 


The Gibson-Homans Co., Cleve- 
land, Ohio, announces the formation 
of a southern division at Conyers, 
Ga., effective June 1, following a 
merger with Hutson Mfg. Co., manu- 
facturers in that city since 1946. 

Known as the Hutson Manufactur- 
ing Co., the new division manufac- 
tures a complete line of roof coatings, 
calkings, aluminum and water-repel- 
lent coatings for jobbers and private 
label trade. 

Increased production facilities have 
been added to the existing plant as 
a result of new capital introduced in- 
to the business by Gibson-Homans, 
it was announced. 

Officers of the new corporation 
are: Henry E. Hutson, president; 
Harold R. Allison, vice president; W 
Robert Hutson, secretary and treas- 
urer. Both Mr. Allison and Norman 
M. Cornell, vice president of Gibson- 
Homans, represent the latter on the 
board of directors. 

For seven years prior to 1947, H. E. 
Hutson managed the Lloyd A. Fry 
Roofing Co. manufacturing division 
at Waltham, Mass. Previously, he 
had served successively as represen- 
tative for Flintkote and Ruberoid 
and New England sales manager for 
Ruberoid for four years. 

Mr. Allison is chairman of the roof 
coating division of the National Paint 
Varnish and Lacquer Association and 
is in his 27th year at Gibson-Homans 





Lovegren and Rac Head 
Catalog Group. Inc. . . 


Paul K. Lovegren, former sales 
manager of the Catalog Department 
of Wisconsin Cuneo Press, Inc., of 
Milwaukee, and Frank C. Rac, for- 
mer manager of the same depart- 
ment, have retired from their above 
duties to head the newly formed 
Catalog Group, Inc., 617 North 
Second St., Milwaukee 3, Wisconsin. 

The Catalog Group will specialize 
in hardware and sporting goods 
catalogs, using either letterpress or 


offset printing. At present, the 
group is compiling hardware cata- 
logs for three prominent southern 


hardware houses, it was announced. 

The group’s staff is made up of 
expert hardware compilers, who 
have worked on many of the large 
hardware catalogs of the country, 





Mr. Lovegren said. 
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Complete plastic hose line 


SANDEE HELPS YOU SELL! 


Now! Sandee sales aids, plus demand for 
hose speeds your 


Sandee quality plastic 
@ Sure selling promotional material 
@ Generous discounts for high unit profit 


@ Competitive prices meet every buyers need 


FREE SAMPLE! 


today for a free 15 inch sample section of 
Sandee Featherlite hose. Examine the smooth 
the tough ribbed surface 
see how it snaps back 
Write for your free sample 


high unit profit in the complete Sandee line 


SANDEE MANUFACTURING COMPANY 























WHOLESALER NEWS 





A. J. Mav. May Hardware bank in the nation’s capital; he 


Co. Executive. Passes en served on the directorates of the 
Washington Wimsatt Co., the Inter- 


Arthur J. May, 70, chairman of the state Utilities Co., and the Washing- 
board of May Hardware Co., Wash- ton Chapter of Boy Scouts. He was a 
ington, D. Cc. wholesalers, died re- past president of the Washington 
cently. On June 2nd, his 50th anni- Rotary Club, and past vice president 
versary with the company, Mr. May 
had resigned as president and as- L. C. May 
sumed the duties of chairman of the 
board. He was succeeded as presi- 
dent by his brother, Leo C. May. 

Arthur J. May had been connected 
with the company since 1900, when 
he began as assistant shipping clerk 
following his graduation from St. 
John’s College. After serving as 
counter salesman and outside city 
salesman, he held several positions 
until 1909, when he was elected vice 
president, Upon the death of his 
father, Frank P. May, founder of the 
company, he became president in 








of the Community Chest. Mr. May was 
a life member of the Congressional 
Country Club and also a member of 
the Columbia Country Club, a board 
member of the Merrick Boys Club, 
the Early Birds Breakfast Club, Na- 
tional Press Club, the Board of 
Trade, and past president of Wash- 
ington Credit Men’s Association. 
Other officers of the organization 
are: Frank P. May, vice president; 
Harry E. Young, vice president; 
Leonard S May, secretary § and 
treasurer, and Donald L. May, direc- 





"on May was a director of The Na- tor of sales. 
ti al a k ‘ of Washingt id ae Originally located on _historic 
— — nO an A. J. May Pennsylvania Avenue, May Hardware 


Company has moved various times 
because of expansion necessities. It 
is presently located in a group of five 
warehouse buildings in Georgetown, 
D. C., and recently built a new ware- 
house-office building near Takoma 


F 0 R A R E A L Park, Maryland. 














Fones Bros. Re-elects To 
FAD Directors, Promotes Luker anc 
Ke: 
5 At the annual stockholders’ meet- 
ing of Fones Bros. Hardware Co. in sell 
July, all of the directors were re- but 
= 0 Veyens eveyens Tt aeyereqeeyeas elected for the ensuing year. Follow- wa 
b= => oy XN a \ a \ ing the meeting, the board of direc- ista 
ae ae ee tors elevated George W. Luker to the T 








position of vice president and mer- 


a le 7 oO FC » mye chandise manager. All other officers qua 
-_ J i W were re-elected 
Dees iS IEF eee 


SRR sr creat 





ee IER 


vee... same eae 














Y CARL user 
_ so 
k That extra length your ” T 
' customers want! 120 inches of accurate, more useful ord 
R measuring convenience . .. jet black markings on an acid- es 
resistant, wear-resistant, snow white blade. Recognized re 
Carlson quality throughout with the new swing-tip and with 
famous Carlson 10-second blade change. 
All Carlson Rules are packed in handy display 
— cartons. Ask your Jobber today. 
CARLSON 
CARLSON & SULLIVAN, INC. 
\ MONROVIA, CALIFORNIA : 
% * Blade produced under Pat. No 2089209 ° F j 
Sp ae e. SED ~ 
G. W. Luker 
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TEAMING UP... to 


Tommy Hess, Charlie Griffith, Snits Peebles 
and Luther Bennett are salesmen for J. B. 
Kendall Company, Washington, D. C. They 
sell RB&W fasteners — not as a commodity — 
but as a means toward insuring customer sat- 
isfaction. 

They point out to their dealers that RB& W's 
quality control protects-the dealer’s reputation 

. also that RB&W has been giving fastener 
users full value for 105 years. 

Thus J. B. Kendall salesmen, more than mere 
order-takers, get more than their share of the 
business because they sell customer satisfaction 


with RB&W products. 


The Complete 





Keep Costs Down 


Alfred Robbins operates RB&W’s latest wire- 
drawing equipment. He oversees a process that 
is vital to quality, for RB&W draws its own 
wire, using tungsten carbide dies, in order to 
insure closest tolerances for cold-heading. 

By this and other means of controlling raw 
materials, men like Alfred Robbins build qual- 
ities into RB&W fasteners which men like 
these J. B. Kendall Company salesmen capital- 
ize upon to sell more RB&W products, 

Dealers who wish to be sure of getting uni- 
formly high-quality fasteners, packed in easy- 
to-handle “upside-down” packages, increas- 


ingly ask for RB& W fasteners. 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, lil., Los Angeles, Calif. 
Additional sales offices at: Philadelphia, Detroit, Chicago, Chattanooge, 
Oakland. Sales agents at: Portland, Seattle. 


Quality Line 105 Years Making Strong the Distributors That Make America Strong 
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NEW neeve ShureSell 


“SHOWBOAT”’ GONDOLAS 


ALL METAL AND GLASS 






HOLD MORE _, 
Lf 

SHOW MORE |, 
SELL MORE , 


Lf 











Scores of buyers say ..."the finest 
display units ever built”...“pay for 
themselves in less than a year’... 7 
“Increase sales more than 25%.” 


REEVE “Showboats” provide three times more display area than flat counters. 
Each bin is clearly visible from all sides. 


High chrome finish tubular frame... baked enamel perforated metal shelves 
. heavy glass with polished edges for bin divisions . . . and other exclusive 
features that make the REEVE “Showboat” the most beautiful and functional 
display unit made. Complete in every detail . . . Ready to set on your sales floor 
. and go to work. Send now for brochure giving full description. 


OUR NEW CATALOG JUST OFF THE PRESS! Send for it today! Hundreds 
of new improved items from ticket holders to large display units. 


REEVE 





REEVE COMPANY 


“Serving America’s Retailers since 1913" 


2222 S$. GRAND AVENUE + LOS ANGELES 7, CALIFORNIA 















THE BOLAG 
Sanovikens pennaeeens & a‘ se 
sawovene® ~~ eats we 
magnantes pest sweotst 








STEEL TELLS THE STORY! 





If there’s one tool where steel spells the 
difference between satisfaction and strong 
language .. . that tool is a Bow Saw. That’s 
why generations of men who knew, looked 
for the world famous “Fish & Hook” Trade 
Mark on the Bow Saws they bought. In this 
respect times haven't changed, because there 
is only one Sandvik Swedish Charcoal Steel 
quality .. 
edge, faster cutting, longer lasting, and less 


. the finest! That means a keener 


sharpening. Noturally, such blade superiority 
deserves the best jn frames, and it gets just 
that in Sandvik Bow Saws. In the Model #8, 


designed for heavy bucking, the frame is of 
seamless Swedish Steel tubing for extra 
strength and light weight. It is equipped with 
@ tension lever for easy blade insertion, and 
Sandvik’s patented ring blade fastener. 
There’s a Sandvik Bow Saw to meet every 
customer's requirements. The “Fish & Hook’ 
trade mark is his assurance ... and yours 


. of true Bow Saw value. 





SANDVIK 
SAW & TOOL CORPORATION 


47 WARREN ST. NEW YORK 7, N. Y. 








SOUTHERN 


Mr. Luker, 34, has been with t 
company for the past 17 years a) 
has been in the buying departme 
for the past 15 years. He w 
elected a director in May, 1949. Du 
ing World War II, he served 
months overseas in the Europese: 
Theatre with the Air Transport Cor 
mand. 

Officers of Fones Bros. are: Robert 
H. Baker, president and treasurer; 
Sterling W. Tucker, first vice presi- 
dent and secretary; S. G. Catlett, W. 
B. Gosnell, Jr., and John P. Hatley, 
vice presidents; G. W. Luker, vice 
president and merchandise manager; 
M. H. Thompson, vice president; A. 
W. Waldo, Jr., assistant secretary, 
and G. W. Puckett, cashier. 


naman 


'eeoe 





Brown - Rogers - Dixsen 
Observes 70th Year... 


The Brown-Rogers-Dixson Co., 
hardware wholesalers of Winston- 
Salem, N. C., is celebrating its 70th 
Anniversary. Organized in 1880 by J 
M. Rogers, Major T. J. Brown and 
W. B. Carter, it began business as the 
Brown-Rogers Company. 





W. N. Dixson, Sr. 





W. N. Dixson, Jr. 


the company 


+ 


At the present time, 
is opening up a new, large opera 
in Columbia, South Carolina, on a 
wholesale basis only, but will carry 
a complete line of hardware. 
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2309 RAILROAD STREET, PROPHETSTOWN, ILLINOIS 


@ There’s faster turn- 
over—more sales —more 
profit in handling Eclipse 
lawn mowers. 


¥& A complete line of hand 
and power models 


* Unequalled value and 
performance 


— Exclusive features 
* Customer confidence 


* Consistent National 
Advertising 


+ Hard-hitting promotion 
* Convenient nation-wide 


warehouse and repair 


service 


ECLIPSE 














Parkheund 21° Rocket 20” 





Arlington 16" and 18” 





Vogue If" and 18 
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Tephyr 16° and 18° 








Eclipse Model | 16" and 18° 





Lark 18” 
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SELL CABINET HARDWARE 
IN YOUR PAINT DEPARTMENT 
( 


 Foract A be 


by MeKINNEY 











12740 “2 


12731-FLUSH 


; 12737-FLUSH 12741-%" OFFSET 


12747-%" OFFSET 


i. 


12725-¥%" OFFSET 12720-FLUSH 
12721-FLUSH 12724-%" OFFSET 





12514% HT-62"-FLUSH 
12518 HT-6'2"-%" OFFSET 


12518 HT-8%"-¥%”" OFFSET 
12514 Ye HT-8%”-FLUSH 











Its easy and profitable to sell McKinney Forged Iron Cabinet 
Hardware in your paint department. Customers go for its 
smart design and how it enhances painted doors, cabinets and 
drawers in kitchens, dens, recreation and rumpus rooms. 
Write today for the McKinney Special Cabinet Hardware offer! 





McKINNEY 


MANUFACTURING COMPANY 






1400 Metropolitan St., Pittsburgh 33, Pa. 











As a whole, the firm has 23 
separate departments, each managed 
by a _ specialist in his line. The 
wholesale division maintains 32 out- 
side salesmen, operating in nearby 
states. 

W. N. Dixson, Sr., is chairman of 
the board, while W. H. Dixson, Jr. is 
president. C. E. Dixson is vice presi- 
dent in charge of sales. T. B. Dixson 
is secretary and treasurer. E. C. Mc- 
Gee, who has the distinction of hav- 
ing been with the company for 44 
years and thus holding the longest 
record of service, is assistant secre- 
tary and treasurer. 





John W. Sheffield, Jr. 
Joins Sheffield Company 


John W. Sheffield, Jr., began work 
with Sheffield Hardware Company 
Americus, Georgia, on July 10th, 
following his graduation from the 
Virginia Military Institute, where he 
was a distinguished military grad- 
uate. He will be the fourth John 
Sheffield to work for this firm. 





J. W. Sheffield, Jr. 


The Sheffield Hardware Compan) 
was organized in 1872 as a partner- 
ship between Mr. Sheffield’s great 
grandfather, J. W. Sheffield, and C 
A. Huntington. The original com- 
pany was known as J. W. Sheffield 
& Co 

After the death of J. W. Sheffield 
in 1920, his son, John Sheffield, be- 
came president and held this position 
until his death in 1946, at which time 
his son, John W. Sheffield, became 
president, a position he now holds 
He is the father of John W. Sheffield, 
Jr. 


R. E. V. Farrar, Richmond 
Hardware Executive. Dies 


R. E. V. Farrar, secretary-treasure! 
of Richmond Hardware Company, 
Richmond, Virginia, died June 6, 
1950. 

Mr. Farrar had held this position 
with the company for the past 47 
years and was well-known in the 
hardware industry. 
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NEW YORK 





MR. WILLIAM L. 
VAN DUSSEN 





Martin Van Dussen Co., Rochester, Mr. W re 
“We've been handling the Rox« ale 
for two years now. I consider it 
Sales average better than 
~d steadily. Cus- 
tically every sale 


Van Dussen. 
tileboard line 
one of my top lines. 
$50 each. Volume has increase 
tomers are so satisfied that prac 
wo or three new prospects, recom- 


results in t ~ 
mended by the customer. 








MR. JOHN B. 


Mr. John B. LeClaire, Jewett City Hardware 
Paint Store. 
average $50 or better per sale, 
nice sale for our store. 


counter only. ~ 
other advertising materials bring a lot of ix 


ested people into the store. 


FOUR MORE DEALERS PROVE 


ROXDALE TILEBOARD BIG MONEY MAKER 





CONNECTICUT 


LeCLAIRE 





& 
i chord. We 
“I highly recommend Roxbord 
which is a very 
We sell it over-the- 


Roxdale window displays and 
ater- 











MR. JACK SIROTA 
MR. FRANK MILLER 





Mr. Jack Sirota 

Silon, Ine.. 

worth of Roxbord 

counter — i i 

- — no installation at all. We never sold 
eboard before taking on the R dal ~* 

Our Roxbord rN 


people who walk into the 


: and Frank Miller of Harr, 
ereey City. “We've sold $20,000 
since July, 1948—]] over-the- 
display is s i _ 
splay is so attractive that many 
store for a small item 
of Roxbord.” 


fact we 


end up buying $50 worth 





act mow -— This Fall and Winter, homeowners 
will invest more in redecoration than ever before. 
Roxdale’s merchandising program is geared to bring 
the $50 tileboard customers into your store. Take 
advantage like hundreds of dealers in your field who 
are enjoying Big New Profits through the sale of 
Roxbord. ADD ROXBORD NOW. Investment is 


small, Send Coupon Today for Complete Facts Free. 


"A few select Dis- 
tributors’ territo- 
ries still open in 
the South, Midwest 
and Far West. 





Products for hand- 
some profits... 
Send Coupon Now. 


New York 67, N. Y. 





Roxdale Building Products 
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EW JERSEY 1 PENNSYLVANIA 


MR. JOHN F. 
RICKARD 


Br sville 

' Ownsville Hardware & Paint Store, M 

F. Rickard: ge 
of the country, more and more 
their own 
Roxbord sales 
handle the 


brin Ss « * 
In ple . 
4 I le nty of si xtr 4 busing SS 














Around here. just like in the rest 






people are doing 







redecorati 
lecorating. Our over-the-counter 


keep £0ing up all the 






time. The 
only guaranteed tileboard 




















too,” 











You'll Profit More Always with Rox- 
bord the Guaranteed Brand with 
Plenty of Promotion. Mail coupon 
for complete facts. 










Roxdale Building Products Corporation 
2916 White Plains Road, New York 67, N. Y. 







Without obligation, please give me the facts on 
handling Roxdale tileboard 





SH-9 





Dealer [} Distributor [] 





Nome 








Street 


City 






State 








Attention of 


67 








68 
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See DAVIS at 
NATIONAL HARDWARE SHOW 
Grand Central Palace 


New York City 
October 2nd to 6th ~ 












*All Prices f.0.b. Factory Plus Tax 









BUILT THE BEST 


biggest value in 18” power mower 


SALES LEADING DAVIS 50/50 . . $79.95°* 


Today’s biggest value. Every quality 
feature plus exclusive Davis safety 
Flex-A-Matic Clutch. Simplest. Safest. 


—Briggs & Stratton or Clinton 1.1 H.P. Engine (Optional) 
—Hyatt Automotive Precision Roller Bearings 
—Semi-Pneumatic Rubber Tires 

—Flex-A-Matic Clutch with Full Safety Releaset 


$7995" 


Briggs & Stratton 1.1 H.P.—Single V-Belt Drive serves as clutch, 
ROLLER CHAIN DrIvE countershaft to reel. Conrrois: Direct, con- 
veniently located hand lever for V-belt idler. Finger-tip throttle 
control. TIMKEN TAPERED ADJUSTABLE ROLLER BEARINGS on reel 
shaft. CruciBLE CHRomE ALLoy Babes. Exciusive Davis SINGLE- 
Screw ADJUSTMENT. Cutting width 18”. Value leader in its class. 


HEAVY-DUTY MODEL B & $-22 or €-22..$109.95* 


Engine (Optional): Briggs & Stratton or Continental 1% H.P 
Simple, accessible Duat V-Bev_t Drive serves as clutch. RoLLer 
Cuatn Drive countershaft to reel. ContTrous: Direct, conveniently 
located hand lever for clutch. Finger-tip throttle control. TIMKEN 
TAPERED ADJUSTABLE ROLLER BEARINGS on reel shaft. CRUCIBLE 
CurRomeE ALLoy BLapes. Exclusive Davis SINGLE-ScREW ADJUST- 
MENT. Today's best buy in a heavy-duty mower with 22” cut. 


TExclusive Davis Safety FLEX-A- 
L ‘ MATIC CLUTCH 


A V-Belt Automatic 
Transmission! Elimi- 
nates necessity for sep 
arate clutch-control 
lever. Fully automatic 
Safety release manually 
controlled. Clutch con- 
trolled by throttle lever 
Precision-made unit. No adjusting required 





DAVIS UNIT BOXED! 
EXCLUSIVE! PATENTED! 
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NEW IMPROVED LINE OF 
HAND MOWERS all Zxccce 


New! Built the best! Now more than ever before, the 
4 DAVIS LINE FOR '51 means fast sales, greater profits, 
satisfied customers. Only DAVIS gives you: 


Oo Sales-leading Davis 50/50 at $79.95.* Safest. Simplest. To- 
day’s greatest value. 


) @ Heavy-duty models B & S-18, B & S-22 or C-22 at $99.95 
and $109.95.* Heavy-duty value leaders. 


9 Brand new rotary model 51 at $105.95.* Cuts tall grass to 
carpet smoothness. Sets new standards of quality and performance. 


* 
© Four superlative hand mowers— Competitive 33, 4-Square 
66, Whispering 77 and Whispering 78. DAVIS streamlined beauty 
and mechanical perfection—in every price class. 

~ 5] More DAVIS national advertising to pre-sell the best pros- 

le pects in your community. 

el 


- Lead with DAVIS’ bigger, better line for "51. Place your 
/ requirements NOW to insure delivery. See your Jobber 
... or write us for full details. 


: | G.W. DAVIS CORPORATION 


RICHMOND, INDIANA, U.S.A. 
Established 1902 


Competitive MODEL 33 








Whispering MODEL 77 


baal Outstanding Value at Low Price « Streamline Styling + 10” Wheels « 
cH Automotive Roller Bearings * 10” Solid Semi-Pneumatic Rubber Tires + Five 
atic Rubber Tires + 5 Blades + Four 6” Reel Blades + Four Spiders « 
imi- Spiders * High Carbon Steel + 16- Automotive Roller Bearings + High 
sep- Inch Cut » Wood Handle with Metal Carbon Steel Lipped-Edge Cutter 
trol Handle Irons « Davis Unit Boxed « Blades « Size: 16-Inch Cut + Tubu- 
—~ Color: Gold with Red Trim lar End Metal Handle with Plastic 
ond Handle Grips « Davis Unit Boxed - 
aver Color: Comber Green with Gold Trim 
4-Square MODEL 66 Whispering MODEL 78 
D! New! Improved! Smartly Designed « Beautiful! Streamlined! « 10” Wheels 
10” Wheels * Semi-Pneumatic Rub- « Semi-Pneumatic Rubber Tires « 
ber Tires « Five 6” Reel Blades « Five 6” Reel Blades « Four Spiders 
Four Spiders « Automotive Roller ¢ Precision Automotive Roller Bear- 
Bearings « High Carbon Steel Lipped- ings « High Carbon Steel Lipped- 
Edge Cutter Blades « Size: 16-Inch Edge Cutter Blades + Size: 16-Inch 
Cut - Wood Handle with Metal Handle Cut + Tubular Metal Handle with 
Irons « Davis Unit Boxed « Color: Plastic Handle Grips « Chrome-Plated 
Canary Yellow with Canterbury Blue Reel Shield +* Davis Unit Boxed - 
Trim Color : Canterbury Blue with Gold Trim 
50 SOUTHERN HARDWARE for SEPTEMBER, 1950 


































Shakespeare to Smash All 
FOR 3 GIG 


Revolutionary New DIRECT DRIVE REELS with Lighter, Quieter, 
Tougher NYLON GEARS...the Greatest Development in Reels 


Since Shakespeare Introduced the Level Wind! 
HE Model 1926—100 vd. 


" Sporty, fast light. 
q weight aluminum. 


$1Q00 


Model 1924—100 Yd. 


Husky, chrome-plated 
for fresh or salt water, 


$950 


- No. 1973-D Sportcast 
(not illustrated) 
With Nylon Gears and 











Here és an amazing new reel! A 3-year test, 
under severest conditions, in fresh and salt 
water, has proved it the finest reel ever for 
long, easy casting, for ruggedness, smooth- 
ness and downright dollar value. It will be 
your greatest sales sensation of the season. 
Proved and powerful selling points, that will 
be hammered home to millions of anglers, 
are: LIGHTER—Nylon gears weigh only a 
third as much as metal; QUIETER—Nylon 
absorbs sound, metal conducts sound; 
TOUGHER—Nylon gears outwear metal by 
far, in scientific laboratory tests. DIRECT 
DRIVE construction does away with all extra 
gears—2 Nylon gears do the work of the 
usual four; and DIRECT DRIVE construc- 
tion gives you the greatest sturdiness ever built : - 
into ate Stock uae great new reels NOW Carboloy Bushings! 
—be ready to meet the tremendous de- 


mand Shakespeare advertising will create. 14 


AND NOW! Exclusive Shakespeare HOWALD-PROCESS GLASS 
FIBER WONDERODS as Low as $8.50—for Your MASS MARKET! 


With Famous 1-2-3 Zone Action .: 3 ACCURACY 
3. ZONE 

















2. 
POWER ZONE 


fishing, spinning and salt water WONDERODS, 








I 


Now ALL your customers can enjoy the thrill of 
owning a genuine Shakespeare WONDEROD—at 


gives bullet-like casts; (2) Power to set the hook— 
and give action to top water baits; (3) Accuracy 
made easy as pointing a finger, with Tru-Aim 
double offset handles. New low prices, too, on fly 





* 


LEADING LINES 


all Howald-Process built, with hundreds of thousands 


j . 
/ ACTION these new low prices! Starting at a budget-low$8.50 of parallel glass fibers strung under tension and in- 
are 4 series of bait casting Wonderods with famous _separably bonded. Bait casting Wonderods, finest in 
ZONE 1-2-3 Zone Action shown above. (1) Fasttipaction the world, are now made in 3 colors— 


WHITE—De Luxe & Super De Luxe AMBER—Standard Series, 
Series, $16.50 to $24.50 $14.50 to $17.00 


SEA GREEN—Special Series, $8.50 to $10.00 


AND a NEW Shakespeare WEXFORD “INVISIBLE” WONDER 
LINE that WEARS UP TO 3 TIMES LONGER THAN 10 OTHER 


Now you can offer your customers Wexford “Invisible” as well as regular 
ee e black Wexford Wonder Line. This new camouflaged line, a blend of two 
tones of neutral gray, has extremely low visibility, especially against a 
cloud-filled sky or with reflections of clouds on the water. And it has all 
y the other selling features of Wexford regular black Wonder Line: 


1, Stands up under hardest wear! 3. It will not waterlog! 
2. It's FIRST in flexibility! 


5. Packed in new plastic boxes, useful for bugs, baits, flies, dozens 
of small tackle items and parts. 


4. Plus a BONUS of extra STRENGTH! 


VISIT SHAKESPEARE BOOTHS 742-743 















According to U.S 


NATIONAL HARDWARE SHOW, OCT. 2 THRU 6 
Testing Company Report. G Y. 


RAND CENTRAL PALACE, N. 
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IT’S THE BIGGEST 
ADVERTISING CAMPAIGN 
IN ALL SHAKESPEARE 

HISTORY! 


More than 30 million pros- 
pects get the Shakespeare 
story in 22 nationally- 
powered magazines—just 
a few are: 
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MORE SALES! MORE PROFITS! MAIL COUPON 
NOW FOR NEW TRADE CATALOG... 
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Cast Better, Last Longer 











- 3 
80TH FREE! 


Colertul, 1951 Techie 
ond Fishing Colenans 


Shakespeare Company 
Dept. SH-9 
Kalamazoo 2, Michigan 


Rush new 1951 Shakespeare trade catalog to: 
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NOW! It’s simpler to i < 


stock a larger assort- 


ment of stock sizes with 
a decreased cost, be- 
cause the Larson quick 
selling items are packed 
in labeled boxes one 
dozen to a gross per box. 


LARSON’S BRIGHT WIRE 
GOODS FIT THE NEED OF 
EVERY CONSUMER 


The complete line in- 
cludes: Gate Hooks, —)W— 
Cup Hooks, Screw ) 


Hooks, Hammock 
Hooks, Clothes F'ooks, 
Clothes Line Hooks, 
Ceiling Hooks, Curtain 
Rod Hooks, Cabinet 
Hooks, “S” Hooks, 
“U" Bolts, Screw Eyes, 


Eyebolts, Turnbuckles, 


Staples. 


ALL LARSON PRODUCTS ARE 
100% SORTED, INSPECTED, AND (C 
GUARANTEED CORRECT COUNT 3 


Larson Bright Wire Goods 
packoged in extra heavy 
Kraft box, with complete in- 
formation on label. 


Contact Your Jobber or Write 
For Colorful Literature 
On Larson Bright Wire Goods 
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Soles Representotives 


* JOHN MH. GRAHAM & CO., INC 
NEW YORK, N.Y 


SANFORD BROS. 
CHATTANOOGA, TENN. 


y using the new Cheney 
1? Dealers every- 
ding that this 


Are yo 
Nail Pennan 

are now fin 
e, orange colored 
light 


wh 
bright, attractiv 
ennant that glows in the 








. drawing attention to their 
Cheney Nailer displays on coun- sn 
ter, wall and cabinet. . Spe 
Stimulate your Cheney Nail Hold- : A. 
ing Hammer sales and increase — 
your profits with this new per sg 
nant. You'll find it in your carton a 
of Cheney Nailers, packed —_ Bond 
plete with instructions, oF write us — 
direct, requesting your pennants. : ‘al 
Pinking 
THIS NE 
ALLY AI 
ESTAS. 1830 PUBLICA 
EVERY A 


CORP. 


LITTLE FALLS, NW. Y., U.S. A. 
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FINK ALL? 


PINKING SHEARS 


with 3 new... oxcluswe features : 


1. Special overlapping, meshing teeth 
used only in the most expensive Pinkers 
.. ALLOWS FOR CUTTING ANY THICK- 
NESSES... from fine sheer nylon to retail for 5495 
heavy suitings. model #2C 
2. All metal frame of durable aluminum ...MAKES FOR 
WHISPER-LIGHTNESS AND EASY HANDLING. Cutting blades 
ore of high carbon steel. 

3. Specially designed BENT HANDLES for greatest accuracy in 
Pinking clean, even, fray proof edges. 

THIS NEW “GRIFFON” PINKING SHEARS WILL BE NATION- 
ALLY ADVERTISED IN LEADING WOMENS’ CONSUMER 
PUBLICATIONS GOING TO 82 MILLION CUSTOMERS... 
EVERY MONTH. 


Gripen CUTLERY CORP., 151 West 19th St., New York Il 
Quolity Cutlery Ever Since 1888 
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FAIR TRADED TO 
RETAIL AT ONLY 


$995 


Kask for “Pink-All 
model #2) 
this same pinker available 
ina tully chrome-plated 
model .. . fair traded to 












for QUICK 
DELIVERY 7 


-D 
Nationally Advertised 


HUNTING CLOTHES 


by RED HEAD 
DRY BAK 


A complete line for top features and 












profits in hunting clothes. 


GUN CASES 


to fit every demand . . . the finest in 
genuine leather... woolskin... plastic 


and canvas. 


CLEANING ACCESSORIES 


Complete Shot Gun and Rifle Clean- 
.. Rods. .. Oi 


. Greases and Solvents .. . every- 


ing Kits. .. Brushes . 





thing to keep the gun in tip top shape. 






The Sutcliffe inventory of nationally adver- 
tised items assures you of Prompt Service 






..+ Maximum Turnover and Real Profit. 


send for We Install 


copy, POLY CHOKES 
ee FITZ CUTTS COMPENSATOR 
0 


Pvc = WEAVER CHOKES 
Fall 1950 now! Quick. 
susls 


Dependable 
























Service! 


Senebiaas 





COMPANY, INC. 
LOUISVILLE 1,KENTUCKY 
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Beck & Gregg Enlarge 
Warehouse Facilities . 


Beck & Gregg Hardware Company, 
Atlanta, Georgia, announces that a 
50,000 square foot addition has been 
made to its warehouse facilities, giv- 
ing the firm a total of 225,000 square 
feet of warehouse space. 

The new addition was to 
been occupied by August Ist. 


have 





Richmond Hardware 
Constructs New Offices 


Richmond Hardware Company, 
Richmond, Va., has started construc- 
tion of a one-story office and ware- 





house building, according to W. D. 


Stuart, president. 

The new quarters will be located 
on Roseneath Road and will extend 
from Leigh Street to Moore Street 
Upon completion of the new building, 
the company will move its entire 
operations to this location. 


King Hardware Names 
Hosea Sales Manager . 


King Hardware Co., Atlanta, Ga., 
has announced the appointment of 
Fred W. Hosea as wholesale sales 
manager, effective August 1, 1950, 
according to Dean S. Paden, presi- 
dent. 











ARGENT 


PAINT 


PRODUCTS 






Cnt Mek Compeliuan 
BEAT COMPETITION! 


First, you must have more than a good quality paint to meet your com- 
petition. SARGENT-GERKE offers you the highest quality, which you can 
sell profitably with prices that are actually competitive with your 


market. 


Selling methods of the past will not meet the powerful competition 
of today. SARGENT-GERKE gives you a definite sales plan that sells the 
goods, and helps you beat your competition, with a generous profit 


to you. 


Service is maintained from the factory and through six warehouses 
located at Montgomery, Alabama; Knoxville, Tennessee; Paducah, 
Kentucky; St. Lovis, Missouri; Des Moines, lowa; and Green Bay, Wis- 
consin. The constantly growing ranks of SARGENT Paint Dealers are 
proof that the policy of an independent manufacturer for the inde- 
pendent dealer is the answer to today’s merchandising problem. 


LET US MODERNIZE YOUR PAINT DEPARTMENT 


Write for the SARGENT-GERKE Exclusive Dealer Franchise Plan Today! 


mSargent- Gerke co 


INDIANAPOLIS, 


INDIANA 


P. O. BOX 729 
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F. W. Hosea 


Mr. Hosea began work with King 
Hardware Co. in 1917, traveling in 
Florida. In 1919 he was transferred 
back to Atlanta to be in charge of 
wholesale shipping, and after one 
year in this work, began traveling in 
Georgia for the company 


In 1922 Mr. Hosea and Hamilton 
H. Hart, son-in-law of George E 
King, organized the Hart-Hosea 
Hardware Co. of Miami, Florida. This 
business later became the Hosea 
Hardware Co., with Mr. Hosea as 
sole owner. In March of this year, 
Mr. Hosea sold the business. 

Most of the time that he was in 
Miami, Mr. Hosea acted as business 
agent for King Hardware Co., King 
Realty Co., and the George E. King 


Investment Co. He also served on the 
Miami City Commission for eight 
years, the second man in 25 years to 
be re-elected as a commissioner 


Drody Elected President 
Of Frank T. Budge Co... 


Eugene W. Drody has been elected 
president of the Frank T. Budge Co., 
wholesalers of Miami, 
Florida, according to a formal 
nouncement issued by the board of 
directors of the company 

Mr. Drody has been serving as vice 
president and general manager of the 
firm for the last two years, while be- 
fore moving to Miami in 1948 he was 
sales manager of the S. B. Hubbard 
Co., Jacksonville, Fla. 


hardware 


an- 


P. W. Moore Named Official 
In Summers Hardware Co. 


P. W. Moore resigned as president 
of Montgomery & Crawford Co., Inc. 
Spartanburg, S. C., effective August 
1, to become executive vice presi- 
dent and general manager of the 
Summers Hardware and Supply Co 
of Johnson City, Tenn. 

Mr. Moore has been president of 
Montgomery & Crawford for the past 
six years, previous to which he was 
sales director of the Stratton & 
Terstegge Co. of Louisville, Ky., for 
nearly a quarter of a century. 
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Oke 
BOKER’S famous 


TREE BRAND 


Ot A 











You've been waiting for 
this famous brand a 
long time. Now it's 
back ready to roll up 
sales records for you— 


order today. 


t = ee -" | 
i This handsome silent salesman for your | 


counter is FREE, Assortment consisis of 1/3 
doz. each of 12 popular knives. 







TREE BRAND 
SHEARS AND SCISSORS 


Famous from coast to coast. Stock them. 
They ll make profits year-in — year-out. 


ASK FOR FREE DISPLAY CASE, 





H. BOKER & CO., INC. 


Established 183 


Quality for over a Century 


101 Duane Street New York 7, N. Y. 
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ATLAS wicks ore pre- 
ferred by more dealers 
in America than ony 
other brand. They ore 
the choice of customers 
everywhere because of 
their superior quality 
and dependable service. 


GLASWIK The leader in rep- 
utation and distribution. The 
original spun glass wick and 
the only wick that is free of 
wire. Outlasts several ordinary 
wicks. 


FLAMEMASTER America’s 
leading asbestos wick. Woven 
of wire reinforced high grade 
asbestos yarn. 


BESWIK A woven asbestos’ 
wick that gives long depend- 
able Economical in 
price but equal in quality to 
other wicks. Attractive display 
cartons make a favorable im- 
pression on customers. 


service. 


THRIF-T An economical woven T h r i f = 3 
asbestos wick designed for dura- ‘. T ~ 
ble service at minimum cost. Of $ 
special interest to the “‘price”’ 


market 


TOP NOTCH Perfectly woven of 
highest quality cotton fitted into a 
metal carrier. Fits Perfection, Mil- 
ler, Savoil and other cook stoves 
and room heaters. A good “‘re- 
peater.”’ 





FASTHEAT “Accordion fold” Bi 
construction makes FASTHEAT a se 
universal wick ... fits any stand- 


ard range burner. It is a fast 
seller and strong repeater. 


COMPLETE 
DESCRIPTIVE 
LITERATURE 
ON REQUEST. 
WRITE DEPT. 








ASBESTOS 
COMPANY 


NORTH WALES, PA. 


MANUFACTURERS OF ASBESTOS PRODUCTS AND SPECIALTIES 
RAE RRA RA RAE SSS SE 
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New Master Steak Sets, 
Matching Dinner Cutlery 


Lamson & Goodnow Mfg. Co., Shel- 
burne Falls, Mass., has announced 
new Master steak sets and matching 
dinner cutlery. All blades are ham- 
mer forged Grade A stainless steel, 


heat treated and taper ground for 
lifetime use, it is claimed. Their 


mirror finish is said to assure a last- 
ing lustre. 

Handles are of Beautywood, a 
laminated hardwood product of great 


strength and endurance, cured to 
preserve the natural wood grains 
— 





° —— —i. 











and plastic bonded to resist water, 
heat, alkalies and common acids and 
burns. 

Lamson steak sets and dinner cut- 
lery come packaged in russet tan 
simulated leather gift boxes with 
saddle stitched hinged cover. Drapes 
holding cutlery may be easily re- 
moved, leaving boxes free for other 
uses. 


Milwaukee File Offers 
New Knife Sharpener . 


Milwaukee File Co., 1571 W. 
Pierce St., Milwaukee 4, Wis., has in- 
troduced the new Li’l Sharpy knife 
sharpener of non-tarnishable alumi- 
num. 

The sharpener is said to sharpen 
any knife to a razor edge, including 
finest hollow ground type. A 
springed-ball-guide arrangement 
sures exact sharpening angle on 
knife, without chipping, burring or 
scratching the knife and without ex- 


as- 
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stock, it is 


knife 


cess removal of 
claimed. 

File is adjustable for 
wear and is made from 
steel, the manufacturer 
Its balanced handle is designed 
ease in sharpening. 

Specifications include: size, 5-3/16” 
x 114” x 119”; finish, three-tone, red 
and white baked enamel, hand- 
buffed top; shipping weight, display 
of six 1.5 lb., gross 30 lbs. Units are 
packaged in individual plastic con- 
tainers, six to a display. 


lifetime of 
finest tool 
announced. 
for 


Boss Introduces New 
Portable Room Heater 


The Huenefeld Co., 2701 Spring 
Grove Ave., Cincinnati 25, Ohio, ha; 
introduced a new line of portable 
room heaters to the Boss group of 
kerosene stoves, ranges and heaters 

Featured in the new line is one 
model with blond-ash finish which is 
said to harmonize with modern light 
finished furniture. In addition to giv- 
ing an abundance of heat at a low 
cost, the new Boss heater features 
polished chrome grill and _ door 


handles, doors which are kept firmly 
closed by 


opened and coil-spring 











tension, three large adjustable wic! 
less porcelain burners for wide he 
selectivity, a two-gallon recess 


metal fuel tank, porcelain humidifier 


pan, and ease in lighting, it was a 
nounced. 

This kerosene room heater is al 
available in brown porcelain fini 
that blends with dark finished furn 
ture. A two-burner model is ava 
able in tan hammered finish which 
said to fit well with either modern « 
period furniture. 


True Temper Offers New 
Axe and Shovel Displays 


The True Temper Corp. of Clev: 
land, Ohio, is offering a new axe d 
play stand and a new point of sale 


merchandiser for shovels, spades and 














scoops. 
4 tion 
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yi y 
Shayt 
+e ie iT 
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WUE TRRET uy ws 
vs 
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The axe disp!ay stand features 
axe on each of its four 
inside to hold a 


more, all easily 


space 
of eight 
as needed. It 
double bit axes. 


sides, with 


holds both single and 


1 


reserve stock 
removable 


The stand occupies only 18 square 
inches of floor space and is easily 
moved. Only 40% inches high, its 


tubular steel legs are firmly braced 


Steel plate display panels are re- 
cessed back of legs for maximun 
safety and protection. Panel hook 


hold axes securely with cutting edges 


close to plate. 

The new spade display 
shovels, spades or scoops of any 
or pattern. Shovels are 
moved and replaced. The 
comes completely assembled and 
cupies minimum space, 
inches in length, 12 inches at bas« 
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You're Invited... NOW you can 
get PINCGR 


of the 
A power mowers 
» Jee through your 
> || 
wholesaler 
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T'S coming your way . . . the finest, 


most complete line of fishing tackle we've 





ever offered! It's built right. It's priced to | 


sell. It's featured by many brand new num- 





For 195I— 
6 sensational PINCORS 
from *79* to %199°°! 


! 
range. Every one is loaded with eye and , : : 
9 y y | A $79.95 leader in the Pincor line! The greatest number 


bers—including a complete line of tubular 
and solid H-l POWER GLASS rods for | 
every kind of fishing. There are 40 num- 
bers to choose from—fly rods, bait cast- | 


ing rods, salt water rods—in a wide price 


of exclusive features in the industry to make Pincor the 
, 4 d built—f b most competitive, easiest to sell power mower! 
engineered an uilt—from tt ip- - 

9 . utt to tip The demand for Pincor was so great during the 1950 


buy appeal. Every one has been designed, 


season that our field forces could not keep up with it— 
so, for 1951 we are franchising the top wholesalers in 
your area to give you the best service possible even on 
your smallest requirements. 


top—in our own factory. 


But, “seeing is believing’ and soon your 
Along with the biggest national advertising campaign in 


H-I salesman wi . i 
— il be ae showing the a Pincor history, we olter youa complete program of dealer 
n line in your town. Be sure and see it. He'll “co-op” advertising—to bring Pincor customers to you, 
a i ‘of wars fnoer whore end when See your wholesaler now. Look at the Pincor line. 
. Y ; Ask for the details on “co-op” advertising. 


PINCOR PRODUCTS 


Manufactured by Pioneer Gen-E-Motor Corporation 






its _ . ~ . . . 
a 5841 West Dickens Avenue « Chicago 39, Illinois 

. | POWER LAWN MOWERS @ HAND LAWN MOWERS «© ELECTRIC TRIMMERS 

e- GASOUNE ENGINES ¢@ ELECTRIC GENERATING PLANTS @ GENERATORS 

im BATTERY CHARGERS 

- ee eed 
ss Pioneer Gen-E-Motor Corp., Dept. SH 9 


Mail the 
5841 West Dickens, Chicago, iil. 


1X Coupon now Without obligation, tell me more about Pincor’s great 
: wer mower line for 1951. 
pe bd ° for complete dl . 
NaMocccccceccccceccceccesccoses THR. ccccccvecces eee 


a 
| information 








ye UTICA, NEW YORK nsnssnieneinicamionenminres eevcccccoccees : 
Le Street Ff OPPEPerrr TTT TT TTTTTTiiTriir tT 

Manufacturers of the Largest Line of Fishing Tackle in the World CY. oc srerecesenennnnaaes eeeeeeen Sidi .eeeeeweesens 
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WHEN YOU USE 
PLIERS... You aeed 
CHANNELLOCK 











ZAQOrrm2zZzarro 


WER « ¢ « 
plumbing, 
electrical, 
automotive, 
aviation, 
battery or 
ignition — there 
is a Channellock 
plier designed 
specifically for 
your job. If you use 
pliers... you need 
Channellock. 


The exclusive tonque and groove 
joint gives you these ‘‘plus”’ features: 
Greater Strength, Longer Wearing, 
Self-Cleaning, Closely Spaced Ad- 
justments, Visible Adjustments, No 
Wear on Joint Bolt. 


NAO AY 


Send for Catalog C3 today 


© FOOrrmZz2zarro 


AQOOrrmzZzrro 


CHAMPION DEARMENT TOOL CO 
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MEADVILLE + PA. 


Only 
Cha mpion DeArment makes 








Moore-Handley Introduces 
Varnish Brush Assortment 


Moore-Handley Hardware Co., Inc., 


Birmingham, Ala., has introduced a 
new varnish brush assortment, the 
latest item to carry the “Warrior” 
label. The assortment contains four 
dozen brushes, sizes 42”, 1”, 115”, 
and 2”. The brushes retail for 10, 15 
and 20 cents. 

The new varnish brushes are of 
pure Chinese bristle vulcanized in 


rubber. Handles black enamel 
With green tip and bright metal fer- 
rule. Each number and 
retail price imprinted on handle. The 
assortment comes in an attractive 4- 
color counter display that requires 
only 12 x 82 inches of space. 


are 


brush has 





small 


The 


No. 900 
unit and is intended 
the Warrior 
line. A larger 
612 dozen brushes was introduced re- 
cently, in wire counter display rack, 
to sell for $39.60, retailing for $59.46 


assortment Is a 
to supplement 
wall brush 
containing 


varnish 
assortment 


ana 


Draper - Maynard Issues 
Fall and Winter Catalog 


The Draper-Maynard 
Spring Grove Ave., 
Ohio, has just issued its new 
Maynard Fall and Winter 
for distributors’ mailing to 
dealers. 

The new 
of illustrations and desc: 
complete fall winter 
athletic equipment. A new 
the catalog is a page devoted to sug- 
gested dealer assortments 
indicates to the dealer that a 
is not necessary 
an 


Co., 4861 
Cincinnati 32, 
Draper- 
catalog, 


thei 


catalog contains 18 
iption of th 


pages 
and line of 
f 
f 


feature oO 


This page 
clearly 
large outlay of 
for him to have 
ready-selling merchandise, 


cash 
assort- 


in order 
ment of 


since items sold from the assortment 
may be re-ordered from any D & M 
distributor, and in most cases re- 


ceive 24-hour service. 

The g, along with deal- 
er price sheet, 
ers upon application to a D 
distributor or the Advertising 
partment of Draper-Maynard 


catak 
will be mailed to deal- 
& M 
De- 
Co. 


new 











For Fall and 


Christmas Selling 


KLEENGUT 


PRECISION PINKING 
\ > SHEARS 


/ 


ONLY 


$995 


RETAIL 








Order No. 180 
for big last-quarter 
business 


@ Automatic Stop keeps teet 
always in perfect mesh 


@ Cutting blades scientifica 
synchronized and ; te 
give lasti tisfact 
pink both light and he 
terial Special Ad 1 


sion Devict 


@Solid one- 
Black enamel Handles, N ‘ 


plated Blade Lenet!] 7 


weight 5 o 


KLEENCUT Offers Maximum Dealer 
Profits — See Your Jobber 


The ACME SHEAR CO. 


Bridgeport 1, Connecticut 
World Larges+ Mar P hea 
Visit us 
Grand C P N 


Vcroo 4 oo 
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Light 
BUILDERS 
HARDWARE 


by GRIFFIN 





For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder's hardware... 

quality produced by 

Griffin. 





nk 





Bi Svery DOOR NEEDS THREE! 


RIFFIN- 


anufacturing Company 
ERIE + PENNSYLVANIA 


SALES OFFICES 





—_ 


+ 
. 





New York 7, New York 
Chicago 26, Illinois 
Detroit, Michigan 
Boston, Massachusetts 
San Francisco 3, California 
Atlanta, Georgia 
Dallas, Texas 

Seattle, Washington 
Jackson 6, Mississippi 
Kansas City, Missouri 
Baltimore 16, Maryland 
Denver 6, Colorado 


45 Warren Street 
1639 Fargo Avenue 
9344 Woodward Avenue 
115 Broad Street 
703 Market Street 
917 St. Charles Avenue 
308'/ North Harwood 
4524 East 60th Street 
785 North President Street 
4638 Mill Creek 
2611 Garrison Boulevard 
1620 Garfield Street 

IN CANADA 


5 Wellwood Avenue Toronto, Ontario 
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“BETTER MEASURE WITH [UFKIN ” 


HERE’S WHY MASONS ~~ 
LIKE IT—BUY IT! 


1—Makes the spacing of brick courses easier and 
faster. 

2—Easy to use when either mortar thickness or just 
space only is known. 

3—Patented solid brass lock joints—lock lug and slot 
preserve accuracy. 

4—Solid brass strike plates prevent wear—staggered 
to provide 100% readability. 

5—Hardened and tempered steel springs. 

6—Sections of straight-grained hard maple. 

7 —Heavily coated, baked white enamel. 

8—Gloss red ends—guarantee of quality. 

9—Markings extra-deeply imprinted. 

10—Directions packed with every rule. 


IMPORTANT NOTE: Tie-in with the big, new, nationwide 
LUFKIN advertising campaign—more than 14,000,000 
newspaper and publication ads every month help you | 
sell the LUFKIN line. A supply of Brick Masons Rule 
envelope stuffers No. J-49-100, with your imprint, will 
be supplied on request. | 





TAPES RULES 
PRECISION TOOLS 


53-R 


Sell [UF KIN 


THE LUFKIN RULE CO. 


New York City + SAGINAW, MICHIGAN + Barrie, Ontario 
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S$ rat OFF 


VENTED 
CIRCULATORS 
SELL! SELL! SELL! 


Your customers know what they 
want — and Royal offers them 
all the best heater qualities at a 
price that really sells. 





Royal Vented Circulators are proven sellers. 
Good looks, excellent performance, and right 
price are combined to make this the market's 
fastest-moving heater line. Available in 20,000, 
40,000 and 60,000 B.T.U. sizes without radi- 
ants and 40,000 and 60,000 B.T.U. sizes with 
radiants. The latter models have pyrex glass 
fronts allowing complete vision of radiant 
glow. AGA approved for natural, manufac- 
tured and LP gas. 





Available with constant burning pilots as 
standard equipment except on LP models. 
Extra equipment includes 100% automatic 


safety pilot, non-electric thermostat and the 
combination thermostat and safety pilot (Uni- 
trol) at extra cost. Easy to install, easy to 
light, easy to adjust, easy to sell. Write for 
descriptive literature. 


CHATTANOOGA IMPLEMENT & 
MANUFACTURING COMPANY 


Main Offices: 104 Delmar Street 
Chattanooga 6, Tennessee 


QUALITY ... SINCE 1891 
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Wall Fixture with Twin 
Sockets, Extra Outlet. . 


A new wall bracket, featuring twin 
sockets and an extra outlet has been 
announced by John I, Paulding, Inc., 
New Bedford, Mass 

The twin sockets take two standard 
60W bulbs, both operated by the 
porcelain tipped pull chain. The 
extra plug-in receptacle has double 
wipe bronze contacts. 





The unit is molded from high grad. 
electrical porcelain. Completely wired 
and ready for installation, it i 
equipped with an opaque glass shade 
11144 inches long, 3°4 inches wide, 
and 314 inches high. Base size is 54 
inches x 5 inches and fits 3% inch 
and 4 inch outlet or Gem X boxes. 

The new unit is adapted to 
dential, commercial, institutional o1 
industrial installations, and is used 
wherever plenty of directed light and 
a convenient outlet are needed from 
the same box. Its catalog number is 
1805. 





resi- 


Five-in-One Screw Driver 
Set Introduced by Fuller 


Fuller Tool Co., Inc., 
New York 59, N. Y., 
a new five-in-one driver 
containing an ambe 
handle with a strong chuck that 
accommodate __—itthe following 
blades: recessed point No. 1; 
point No. 2; 
blade, and mechanic blade 


Faile St., 
introduced 


911 
has 
screw set 
unbreakable 
can 
live 
recessed 


midget blade; electrician 


The set comes packed in two 
styles: the No. 51 set is on an attrac- 
tive display card to retail at $1, 


while the No 
a handy 
$1.25. 


52 set comes packed in 
roll kit to 


plastic retail at 





SOUTHERN 


S10CK 


















the 4 ways 
“Easier to Sell” line 


CHICAGO 


“Safety Plus” Hexagon 
Head Cap Screws 


© Constant Demand—The const de 
mand for the “Chicago” line t s it 
easier to sell—it's the line for re ace 
ment used in original assembly 


fields of manufacture. Why 

© They're Stronger— More uniform —give 
a perfect fit for every replacemer eed, 
and 

© They Cost Le They faster ster 
and tighter—resulting in lower u 1ate 





costs to your customer, which akes 
them “easier to sell 
© Better Service—Increased Chicago” 
plant facilities and production eang 
round the clock rvice, higher quality, 
better packaging, an r te 
line. Yes, here is a greater pr c 
you to feature rou 


Re r these ( 
Hexagon Head Cap Screws, Steel and Brass *® 
Square Head and Headless Cup Point Set Screws 
® Semi-Finished Hexagon Nuts, Steel and Brass * 
Hexagon Castellated Nuts ® Fillister and Flat Head 
Cap Screws * Taper Pins © Milled Studs ® 
Socket Head Cap Screws * Socket Set Screws * 
Socket Pipe Plugs ® Stripper Bolts or Shoulder 
Screws © Square Head Dog Point Set Screws 
© Keys, Assortments and Kits 


The CHICAGO SCREW COMPANY 


2515 WASHINGTON BLVD., BELLWOOD, ILL 


Established 1872 


ware d 








ORDER 


The frame of this 
Broom Rake is of 
one-piece con- 


TODAY! 
struction 18- 


gauge steel. \ 


The tines are of high carbon, tempered 


cold rolled flat wire, with rounded 
edge, 5/16" x .029. The tines are of 
one piece, interlocked into the frame 


at the neck, and cannot work loose 
The combination is a rugged one that 
will give lengthy, satisfactory service— 
and due to the one-piece construction 
will always retain its shape. Packed © 


Heads to re-shipping carton. 


The handle furnished is No. 1! hard- 
wood, clear lacquer finish, | x 42 
inches, packed 6 

to a bundle UGGED 
Combined _ ship- OBER 
ping weight, 23 BRAND 


lbs. per dozen. 


WIRE PRODUCTS C0. 


SERVING THE JOBBER FOR 14 YEARS 
2715 NORTH 24th ST. BIRMINGHAM, AlA 
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in SELUNG | t. 
M-KAY 


Sngintodd }¥ 
CHAIN 


More and more dealers are making more 
sales and profits by selling McKay “En- 
gineered” Chain. And with good reasons! 


McKay is the one line that meets every “{- 
customer's complete requirements for chain { 
whether it’s for farm, home or shop. It’s chain 4 
with a ‘“‘recognized’’ name in the buyer's ‘ 
mind because chances are he’s used the . 
famous McKay Tire Chains on his car or 
truck. Chain is priced right, too, so that your 
customers receive full value for their dollar 
and you get a fair share of profit. 

Order and display McKay ‘“‘Engineered”’ 
Chains now. 


McKAY CHAIN FOR EVERY USE 
— ee 
& for Farm 








Cow Ties - Trace Chains - Well Chain - 
Log Chain - Passing Link Chain - Halter 
Chains - Wagon Chains - Breast Chains - 
Tie-Out Chains - and many others. 

@ for Home... 


Twist Link Machine Chain - Victor Pattern 
Coil Chain - Sash Chain - Repair Links - 
Tow Chains - Tire Chains - Jack Chains - 
and many others. 


@ for Shop... 


McK-Alloy Chain - Hi-Test Chain - Sling 
Chain - BBB Coil Chain - Iron Dredge Chain 
- Hoisting Chain - and many others. 





WRITE TODAY FOR COMPLETE DETAILS 
Ask for Data Sheet on the new McKay “Silent 
Salesman" and the full line of McKay Chains. 


THE McKAY COMPANY 


442 McKAY BUILDING + PITTSBURGH 22, PA. 








e McKay Metal-Fil @ Mild and Stainless 
Welding Electrodes 
® industrial and 


Commercial Chain 


® McKay-Rod Electrodes 





® Tire Chains 


SOUTHERN HARDWARE for SEPTEMBER, 1950 
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regular © 


Butt Hinges by 
NATIONAL LOCK 


ANOTHER EXAMPLE OF 
PF wehel, FY ae Sele @f masel Ta ae 1 
LINE OF QUALITY-BUILT 


FAVORITE SUPPLIER! 


7 
* 
. 
bs 


BALL TIP BUTT HINGE 


— 





A wide selection of regular weight 
Butt Hinges and regular weight, 
Half Surface Butt Hinges... Both Ball 
Tip and Button Tip (with loose pins) 

Distinctive Hardware 


All from ] source 


NATIONAL LOCK COMPANY 


ee ee ee ee 
MERCHANT SALES DIVISION 








DEEP CUT! 





“Southern 
Kentucky” 


‘al matches the 


| woodsman’s skill 





They Cut Longer 
Between Sharpenings 


“Carpenters’ 
Expert” 
speeds 
construction jobs 





Since 1826, this trademark has 
represented the best in axes 


COLLINS 


Axes and Hatchets 


New Dual-Purpose Ladder 
Of Lightweight Aluminum . 


A new lightweight, dual-purpose 
ladder has been introduced by the 
Original Products Co., Fort Worth, 
Texas. The aluminum unit is con- 


structed in a new and efficient “2 in 
L”’ style to serve the purpose of both 
a ten-foot straight ladder and a 
standard six-foot step ladder. Be- 
cause of its design, the 
easily converted from one 
the other. 


ladder is 
form 


to 





alum- 
channel-type con- 
weighs than 152 
yet each step can safely sup- 
more than 600 pounds, it is 
claimed. Special non-skid pads 
mounted on the flared rails 
vent slipping. 


The ladder is of heavy-duty 
inum, reenforced 
struction. It 
pounds, 
port 


less 


are 


to pre- 


Great Neck Offers New 
Hack Saw Frames... . 
Neck Saw 
Mineola, 

new 


Great 
Inc., of 
nounces 
plated hack 
Made of top 
workmanship, 


Manufacturers, 
New York, an- 
heavy duty, nickel 
saw frames, No. 125. 
quality materials and 
the frames are nickel 


buffed, fully polished to a high fin- 
ish. They are built to withstand 
rugged handling, and are free from 


rust, it is claimed. 





Work-wise 


3utcher 


Boy handles 


are made of durable, non-toxic 
colorful plastic, designed for proper 
grip and balance. Sturdy, rust-free, 


nickel plated screws hold frames and 
handles secure. Frames are adjust- 
able for 8, 10, and 12 inch blades. 

Each tool is individually boxed and 
furnished with the Great Neck 





The Collins Company, Collinsville, Conn. 
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special 10” tungsten blade 





Tapatco 


sot wee. eorsraeto ws ear 


HORSE COLLAR PADS 
Pe. 
{ 


For every work horse and mule. 
“The pad with the rust-proof 








red hooks”’ 
Tapat«o 





TRACTOR SEAT CUSHIONS 








For every tractor and farm 
implement seat. 


See your jobber or write us. 


THE AMERICAN PAD & TEXTILE CO. 
Greenfield, Ohio 


MAKERS OF FAMOUS TA-PAT-CO 
HORSE COLLAR PADS SINCE 1881 
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There are no finer salad bowls than the 
Parrish ‘‘Supreme Finish''—the bowls of ex- 
— Wild Cherry and Hard Maple woods. 

he rich, permanent beauty and elegance of 
“"Supreme"’ quality assures you and your 
customers complete satisfaction and mutual 
profit. 


No other bowls have the exclusive 
"Supreme Finish"', which penetrates fully 
and remains an integral part of the wood as 
long as the bow! lasts. Sanded to satin 
smoothness before the final, odorless, clear 
finish is applied, heirloom quality’ is 
achieved. Ye the prices stay low and popu- 
lar with your customers while affording you 
@ very good margin of profit. 


Inform your sales people why Parrish 
bowls are the choice of “those who know" 
—why the “Supreme Finish'' is different, 
better; why fruit acids, garlic, onion, fish, 
even alcohol will not injure nor leave un- 
wanted tastes and odors. Tell the facts and 
you'll sell more. 


Descriptive folder, price list, discount and 
selling helps upon request. 


J. SHEPHERD PARRISH COMPANY 
205 WEST WACKER DRIVE 


CHICAGO 6. ILLINOIS 





SOUTHERN 
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| TRIPLE-NEED of 
OME DECORATORS 


n lively season 
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ORDER FROM YOUR WHOLESALER. 


CONSUMERS GLUE CO. 


1515S N. HADLEY ST ST. LOUIS 6, MO. 








HARDWARE CLOTH... 
every wire round and 
true to gauge.. uniform 
mesh.. free from bulges 
. . Straight selvage . . 
heavily and brightly gal- 
vanized the Wright way. 
A Wright product all 
the way from rod to 
you. 


Southern Representatives: 
D. C. Hornibrook 
E. L. Hornibrook 

Box 176 

Avondale Estates, Ga. 


Lawrence J. Baldwin 


on 
306 Carondelet Bidg. 
New Orleans 12, La. 


°F WRIGHT Sc 


On a On ate et) we 
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 R-V-LITE - 
7 tll- Purpose 
~-. WINDOW MATERIAL 
= Goes UM-OUL 10 © 
r Sell Your 
Customers 
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‘Consumer Publication 
ADVERTISING 


advertising in 
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from rea 


Consistent 
home and | 5 
mand rolling 
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Winchester Flashlights 
With Removable End Caps 


The Electrical Division of Olin In- 
dustries, Inc., New Haven, Conn., has 
introduced four new  Wincheste 
streamlined flashlights, with remov- 
able end caps for easier loading. 








The new flashlights, two of which 
are shown, are: No. 6410 spotlight of 
solid drawn brass, finished in chrom- 
ium, with red lens ring, 3-way lock 
switch, special lamp shock absorber 
and new end cap with folding ring 
hanger; No. 4410, spotlight, chrome- 
plated, fixt-focus, 2-cell, solid-drawn 
brass case, with 3-way lock switch, 
lamp shock absorber and new end 
cap; No. 5418, standard size 
with solid-drawn 22-K copper barrel 
and fixt-focus, and new end cap; No. 
5011, solid-drawn brass 


2-cell, 


barrel, 


nickel-plated, with fixt-focus and 


new end caps. 





Stanley Introduces New 
Handyman Drill Kit... 


Stanley Electric Tools of New 
Britain, Conn., now offers the new 
Stanley Handyman No. 020 Drill Kit, 
complete with 4” 1800 R.P.M. elec- 


tric drill, horizontal drill stand, 
grinding wheel, sanding pad and 
dises, wire scratch brush, wool 


polishing bonnet, cloth buffing wheel, 
twist drills, and naint stirre: 

Drill and accessories fit neatly into 
specially made carrying case 


Federal Introduces New 
Bluestone Oval Roaster 


The Federal Enameling & Star 
ing Co., Pittsburgh, Penn., has 
nounced the new Federal bluest 
oval roaster, which was introduced 
the Atlantic City Housewares Sh 
July 10-14. 





* the n 
vered roast 
pans. Si 


Called the “Three-in-One, 
serve aS a Ci 
roasting 


roaster can 


or as two open 


handles make it possible to use b 
sections separately 
The new 


designed for small families and apa 


all-purpose 


ment dwellers, it wa announ 
Compact, it measures 1254 by 84s 
5-13.16 inches. A roast can be 


in the 
the same 
t will hold a fon 
even-p¢ und 
quality 
roaster 


stored 


] , 
all in 


pared, 
reheated utensil, 
was pointed out 
pound fowl or a 
Made of high 
ware, the 


roi 


enamel will ret 


at 79 cents 


roastel \ 


refrigerator, al 


Bluestone 
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More PRO#F/7 For You —— 


Better PERFORMANCE For Your Customers Bits 


In two sizes and in electric or gasoline models 


Write for complete details and prices 


GENERAL FOUNDRY & MACHINE CO., SANFORD, N. C, Phone 700 : 
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Look at these big features: 


@ No damage from sand in water 
@ No packing glands to leak or adjust 

@ No piston leathers to wear and replace 

@ No lubrication—ball bearings sealed for life 












* Patented 


SOUTHERN HARDWARE for SEPTEMBER, 
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Order Fall and Winter 
Sports Shirts NOW 





o 
Har me sports-designed shirts made for 
your kind of trade. Three materials, fourteen 
colors. Bach shirt individually boxed. Five sizes 


to fit all your customers. ORDER ANY QUAN 
TITY ANY SIZE—BUT ORDER TODAY. Write 
or your jobber 


THE AMERICAN PAD & TEXTILE CO. 
Greenfield, Ohio 


LIFE-SAVE VESTS, BUOYANT CUSHIONS, SLEEPING 
BAGS, SPORTS CLOTHING, CAMP EQUIPMENT, HORSE 
COLLAR PADS, TRACTOR SEAT CUSHIONS 











New Items in D & M 
Fall and Winter Lines 
4861 


Draper-Maynard Co., Spring 


Grove Ave., Cincinnati 32, Ohio, has 
announced that its new fall and 
winter lines will include rubber 
footballs and basketballs, one-piece 


molded helmets, and seven different 
sports gift sets. 

The football is of official size and 
weight. It is a rubber-covered, fabric 
carcass, pebbled grain finished unit. 
This line also includes two rubber- 
covered basketballs: the DF133, an 
official size and weight ball with a 
fabric carcass, and the DF135, an all- 
rubber ball. 

These new balls are water re- 
sistant, mildew proof, and may be 
easily cleaned with soap and water. 

A new one-piece molded helmet 
constructed with a_ six-piece web 
shock absorber, leather center, leath- 
er forehead and back piece, padded 


with Airlite cushion rubber, is also 
included in the football equipment 
line. The helmet is made in two 
colors: DE480 in light golf with blue 
stripe, and the DE485 in scarlet with 
blue stripe, in sizes small, medium 


and large. 

Seven different sport sets, designed 
to assist the dealer in selling com- 
plete sets of athletic equipment, have 
@ special appeal for youngsters and 


SOUTHERN HARDWARE for SEPTEMBER, 





are attractively packaged, it was an- 
nounced. One such set contains hel- 


met, shoulder pads, pair of football 
pants, and a football jersey; another 
includes a football, helmet and 


another a football and 
two contain a glove 


shoulder pads; 
helmet; while 
and baseball. 


A rubber basketball, together with 
an 18-inch goal and net, packed in 
an attractive box, is expected to 
meet with a heavy year-round 
mand, it was announced. 


de- 


Airko Offers New Crystal 
Free-Flow Salt Shakers . 


Airko Manufacturing Co., Cler- 
mont, Florida, has introduced a new 
set of free-flow salt shakers in 
crystal glass with a hand-cut satin- 
finish base. The pair stands four 
inches tall and comes in a smart 
show-case box, making an attractive 
gift package. 

Salt flows from the new Aijirko 
shakers without pounding or shaking 
Salt moisture is absorbed by the 
Airkonite element sealed in the 
chromium top, so that the dampest 


weather does not affect the salt 
There are no parts to wear out o1 
get lost. 

The element reactivates itself in- 


definitely, insuring a constant salt 
flow with a flip of the fingers. Retail 
price is $1 per pair, at dealers or 
direct. 


Round Affiliates Offer 
Super Safe Tire Chain 
bar-reinforced, super safe 
known as the Rount T- 
The Round 


A new 
tire chain, 
Bar, is announced by 
Associate Chain Companies. Out- 
standing feature of the new chain is 
a series of triangular-shaped safety 
bars double welded to contact 
links of the chains. These are 
said to provide double the usual 
chain metal thickness at points of 
maximum road and to in- 


cross 


cross 


contact 


crease chain life and make possible 
far greater traction and driving 
safety. 


Round T-Bar chains are manu- 
factured in all passenger car sizes 
Extra cross chains are offered for re- 


1950 



















For Fast Sales... 
Easy Rental 
or Your Own Use 


Light and fast, or heavy duty— 
\ there is a complete line of RED 
\ SEVER Floor Polishers with 
accessories to fill your 
, demands. Order thru your 


jobber or write for facts. 


RED DEVIL 
FP11 

13” BRUSH 

UNIVERSAL 
MOTOR 


RED DEVIL 
FP1 
11” BRUSH 


A. C. MOTOR 
— 


Se be 


“Fed Devil Toots. 


IRVINGTON 11, NEW JERSEY, U.S. A. 














DIETZ COMET 
LANTERN 





A Practical Lantern 
at the Cost of a Toy 


R.E. DIETZ COMPANY 
N. Y. 


SYRACUSE 1, 





85 








placement use. T-Bar chains utilize age, reduce wear, 
a new style straight shank connecting 
link between cross chains and side 
chains. Because these hold cross 
chains at a constant 90-degree angle Co., 
in relation to side chains, they re- 
duce running noise, cut link break- 


include: 


Conn.; Round 


and increase chain So. 
and tire life, it is claimed. 

Round Associate Chain Companies go, IIL; 
The Cleveland Chain & Mfg. 
Cleveland, Ohio; 
port Chain & Mfg. Co., 
California 





San Francisco and Los Angeles, 


Cal.; Round Chain & Mfg. Co., Chica- 


Seattle Chain & Mfg. (¢ 
Seattle, Wash Southern Chain & 
The Bridge- Mtg. Co., Birmingham, Ala., id 5 
Bridgeport, Woodhouse Chain Works, Trentor f 
Chain Co., N.J. 








A PROFIT LINE of Quality 
Products At POPULAR PRICES 
For Homemakers, Sportsmen, Children 
Tastier Toast With An 


2 Neu 


"EMPIRE" 
Automatic Perco-Drips @ 


@ Stops percolation 
automatically!! 
@ Keeps coffee hot 








EMPIRE for hovrs!! Every sportsman, mo- 
ARISTOCRAT @ No re-percolation! torist, vacationist f 
@ Perfect coffee wants this brand new | 
Toaster The "'Cold-Water" HI-LO  Pivot-Lite 
: » every time!! Two beams, at side {| 
Makes toast that's al- Pump in this Auto- and top, swing in a 
ways an even, golden matic Electric PERCO- vertical arc from LD, 
brown—crisp on the out- DRIP starts coffee pivot in lantern ~ 
side, light and moist “perking’’ in 60 seconds. Makes clear, rich- base. Only lantern 
inside. flavored coffee without boiling. Dual-Heat im- permitting use of 
@ Cool Ebonized @ Flip of Door Turns mersion element shuts off automatically just both lights at same s 
time. Stands, carries, single or double 


Handles Toast Automatically 


Lab- @ Flat Top to Keep 
Toast Warm 
@ Smart Styling — Lus- 


trous Chrome Finish 
No. 769, List: $3.95 


@ Underwriters’ 
oratories Listed 
@ Designed for Long 

Service 





EMPIRE ELECTRIC 
HOUSEWARES 











before boiling point—and—keeps coffee serv- 
ing-hot for hours. 5 and 8 cup capacity 

No. 1921 — 5 cup, $6.95 

No. 1922 — 8 cup, $7.95 


PORATION 





HI-LO 


EMPIRE 4 — 
PIVOT-LITE } 





















light wherever want- 


hangs up—sfoys puf L 
Long-lasting bat- 


at any angle. Com- ed 










fortable bail Ren recy and Mazda 
die. Throws brillian 
No. 870, hist: $4. 35 






NEW YORK, 200 5th Avenue 
CHICAGO, Room 1411A Merchandise Mart 












¢ GREAT NECK SAW MFRS., inc. - Mineola, N.Y. « 


ENGINEERED QUALITY TOOLS SINCE 1919—at popular prices 










© hand saws 
© mitre saws 

© wood chisels 

© fore planes 

FOR ACTION SALES... 







© hack saws 
© panel saws 
© pruning saws 


e block planes 





Nationally Advertised Products 











© hack saw frames 
© coping saws 
. compass sau's G nests 


© keybole saws 
© coping saw frames 
© screw drivers 

© jack planes 

SEE YOUR JOBBER IMMEDIATELY! 









e smooth planes 

















11/3 LIGHTER 
ew. THAN 
ALUMINUM! 







LEVELS 


Magne 


UNBREAKABLE FRAME 
OF EXTRUDED MAGNESIUM! 


@ Profitable — Fast Selling — 7 a Replaceable 
Nationally Advertised Viel Units 

@ Available in 10 sizes @ Beautifully Designed — 
from 12 to 72 inches Accurate — Dependable 


See Our Exhibit—NATIONAL HARDWARE SHOW—Booths 101 and 102 





SE 












J. H. SCHARF MFG. CO., OMAHA, NEBR. 
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NEW IMPROVED 


Minute Man GUN BLUE 


ONE APPLICATION 


aos cee NOT A PAINT — NOT A LACQUER — 
Sax MAGIC COLD CHEMICAL — 


BLUES INSTANTLY 


MAKES OLD GUNS LIKE NEW 


All necessary equipment to 
blue enclosed in each Box 
Packed one dozen to a hand 
some counter display case of 
Red, White and Blue 


NEW METHOD MFG. CO. 


SS 


Box SH45 New Method Bidg 
Bradford, Pennsylvania ‘ 
YOUR JOBBER HAs IT te hen td 
y  oarrennn's 
Write for FREE Descriptive Circular ESEARCH 





We Have Been Making Gun Bluing for Over Twenty Years \— 
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FOOTBALL EQUIPMENT 


AUTOGRAPHED BY THE FAMOUS COACH OF NOTRE DAME 


Hundreds of young football 
enthusiasts will want this new 
equipment. The line includes 
two cowhide footballs, a rugged 
helmet and a sturdy fibre shoul- 
der pad built for rugged play. 


Assured Sales in a Vast Market! 


WRITE YOUR JOBBER FOR PRICES 


THE DRAPER-MAYNARD COMPANY 
400 YORK ST., CINCINNATI 14, OHIO 


an eC mee ee 8 8 8 


4 


(a 


x 
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‘2 
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| FASTER SALES 
| MEAN 













PRICED TO 
RETAIL FOR 


00 
— 





4 . 

B\7 Airfoil shaped blade gives smooth 19” cut to fine 
lawns with ease. The HOMKO Rotary Mower is the latest develop- 
ment for cutting high grass and weeds. A maximum of SAFETY, 
STRENGTH, and LONG LIFE is obtained from the ALL STEEL 
GUARDS AND FRAME. Powered by the latest VERTICAL TYPE, 
DIRECT DRIVE, NATIONALLY KNOWN, 2. H.P. 4-CYCLE ENGINE. 


» DEMAND DEPENDABLE HOMKO—TRULY A QUALITY PRODUCT 


MANUFACTURED BY 


WESTERN TOOL & STAMPING CO. 


$ THE LEADER IN THE POWER AND HAND MOWER FIELD 
2725 SECOND AVENUE DES MOINES 13, IOWA 
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“I'm making money selling 
the idea of MORE BUTTER 
made with the... 







A word to the wives sells 
the Dixie-Maid for faster, easier, 
more efficient churning the elec- 
tric way. There’s a model for all 
types of containers—stone crocks 
or jars; choice of jar sizes, too. 
Your mark-up gives you the big- 
gest part of a ten dol- 
lar bill on every sale. 
Repeat business on 

jars and acces- 

sories. 

FOLDERS and 

HANG-UPS, Too 

We supply good- 

looking printed 
o A : sales helps to push 
ow 


© the idea of MORE 
7 aM BUTTER with 
DIXIE-MAID! 


ORDER FROM YOUR 
ee JOBBER OR WRITE 


SOUTHERN ELECTRIC PRODUCTS 
ANDERSON, SOUTH CAROLINA 





eee 8 
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METAL POPPET | 


Fleming & Sons, Inc. 
DALLAS 


Manufacturers of Building Papers 
Since 1893 





| 


ALL POSITION 











paemeetlllanel % 














CHECK PERFECT ... for Profits 
=— —> VALVES (NEW Electric SAFE 


(No Open Flame) 


CAN be placed in any position. Patented P A | N T R E M 0 V E R 


Flexible Monel Metal Poppet, cannot leak. Quiet, 


ve 
. 












sensitive operation. For cold or hot water, steam. | removes paint from wood—flat — 7 ea 
200 Ibs. pressure. Made in seven sizes. Ask for | fii). /remyiar surieces i i 


asphalt tile removing putty 
bulletin 204. Made for continuous FM be GUARANTEE 


# able operation. Handle will not - 
ander (T7424 heat up. Unit, chrome plated . Complete part 
o™ vOm % outa steel, operates on AC or DC Write Today replacement 
a current, 110-120 V Heating sur- ° Electrical cord 
: ; SS nce aren BY” x 5% For Profitable OL enncoved 
Dealer Plan 


The B & L TOOL & MACHINE CO. Prsinvitte? conn’ 











EASIEST TO USE....-EASIEST TO SELL..--- 


HANDSAWS + CROSSCUT SAWS+ CIRCULAR SAWS Silver 

y es HACKSAWS « KEYHOLE SAWS Steel SAWS 
= ALL OTHER TYPES R 

= » Prati has E. C. ATKINS AND COMPANY 
-—"s Gal home 8 425 S. illinois St., indianapolis 9, Indiana 


“YOUR... NOR-S$URF 
BRAIDED NYLON 


HARDWARE MARKET 
SURF or 


Constant change—something new—something better—is a char- : 
acteristic of America. : r. . ROLLING LINE 
The easiest way to keep up to date in the hardware trade is : 
through the pages of your business magazine. For example, within 
the past year a survey among 4000 Southern retail dealers and 100 
wholesale houses on the importance of sporting goods lines to 
the hardware retailer 
Again a survey among a representative number of dealers as 
to wages, hours, average pay, incentive plans, etc. SOUTHERN 
HARDWARE gives you each month information, ideas, plans and 
suggestions based on the intimate contact of our editorial! staff 
with the most successful hardware merchandisers over the South 
If you are not already a subscriber, send in your $1.00 today 
for a yearly subscription or $2.00 for three years 





























Take advantage of customer preference with 
NOR-SURF! Packaged 6 50-yard connected 
spools 24, 27, 36, 45, 54, 63, 72 Ib. tests 
Permanent sand color This coreless, soft 
braided Nylon Line has no objectionable stretch 

long life! Also on tubes of 400, 500, and 
1000 yards ... same Tests and quality! 


SOUTHERN HARDWARE — I 
806 PEACHTREE ST., N.E. ATLANTA 5, GEORGIA WORN LINE COMPANY, INC. 


ernerners  vererrrrerrenerrne, 





* Champions NORWICH, WN. Y. 








* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 
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